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Friends often help complete a semi-finished home sold by the Johnson-Campbell Lumber Co., Fort Worth, Tex. 


IN THIS ISSUE: How | help people own a home of their own... Examples of how power tools can help the dealer 
.. . Planned material handling . . . Florida yard has five selling advantages 








INSULITE Leadership. in Milwaukee... 


Survey shows Dealers prefer INSULITE 4 to 1 
over next leading brand of insulating sheathing. More 
dealers prefer INSULITE than all other brands combined! 


"90% of our 
Builder Customers prefer 


BILDRITE Sheathing” "ss * 


Edito 


Mana 
CHARLES A. ZELHOFER Featu 
Manager 


88 
CARL MILLER LUMBER CO. Assoc 
Milwaukee, Wisconsin 


Builder-contractor demand is one of the big reasons 
for the overwhelming dealer preference for Bildrite 
Sheathing in Milwaukee. Charles Zelhofer, a leading 
Milwaukee dealer, explains it this way: 


““Gentlemen: 


We began handling Insulite products way back in 
1936. Since that time, Bildrite Sheathing has been 
one of the most widely-demanded products we have 
to sell. 


At least 90 per cent of our builder-customers express 
their preference for Bildrite Sheathing by asking for 
it by name. And during times when Bildrite is in 
short supply, we are sometimes forced to substitute 
other insulating sheathings in its place—but have 
found none to equal Bildrite. 


We find Bildrite exceptionally easy to handle in our 


IMSULITE DIVISION: 


Milwaukee Builders Prefer 


INSULITE 3tol! 


Here’s an example of why 
| more Milwaukee builders pre- 


| fer BrLpRITE SHEATHING than 


any other brand. Leslie H. 
Braatz, Milwaukee builder, 
says: “Bildrite saves us $100 
on every house we build. It 
eliminates corner-bracing, and 
also gives us far more brac- 
ing strength than wood 
sheathing. Our carpenters like 
Bildrite because it’s so clean 
to handle and easy to apply.” 


yard. And, because it’s so completely waterproofed, 
we often leave it exposed to the weather during 
storage—without fear of damage. 


Sincerely, 


Charles A. Zelhofer, Manager 
Cari MILLER LUMBER COMPANY” 


More and more dealers—everywhere—are learning about 
this tremendous builder-contractor demand for Bildrite 
Sheathing . . . how Bildrite sells so easily and therefore 
brings them greater profits. Are you profiting from 
Insulite’s leadership? See your Insulite distributor, or cop 
us a card. 


MINNESOTA AND ONTARIO PAPER COMPANY 


MINNEAPOLIS 2, MINNESOTA 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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NU-GLAZE, PLEASE 














WNu-Glaze GLAZING COMPOUND 


ALWAYS “STAYS PUT!” 














[US Applied Like Putty, But is Not A Putty! 
eS 


ES Nor Oily — Clean to Handle! 
Tf AV As i] Needs No Working Up! 
= 


rel o Gus Does Not Dry Out, Harden, Crack or Peel! 
LAZING COMPOUN = 


o 
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wil Perfect for All Glazing, Filling Cracks, 
a Boat Work of All Kinds! 


wets -cmeascamers anoma cit 
ee | ee ee: DOES THE JOB BETTER 


Sets to a rubber-like consistency 
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Nu-Glaze is so easy to use that every job can be 








done expertly, whether by a professional or the 








average home-owner. It’s time-tested and recom- 





=e . mended by scores of builders and sash and door 

T SE ce . houses. Nationally advertised, nationally known 

of 8 Ne and nationally used. Sells fast and repeats. Pack- 

WNu-Glaze = _ ee aged in attractive cans—¥2 pint, pint, quart, 5 Ibs. 
INSTE AD OF Le Ai : Also available in drums from 50 Ibs. to 880 Ibs. 


PUTTY! 














Strong-selling ads in the leading magazines 
tell millions of readers to buy our quality 
products from you. Keep well supplied! 
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| caw SPEED TOAD 


THE MOST EFFICIENT, MOST PRACTICAL 
CALKING LOAD ON THE MARKET! 


The World's Best Calking 
Compound! 


Always has a Smooth, Even Flow 
and Easy Trigger Action! 
Non-Staining — Always Remains 
Pliable! 
Forms a Perfect Bond with Any 
= Surface! 


| 


| 
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No house or building is weather-tight until 
it is calked! Builders know it, and home- 
owners, too! That’s why more and more 
people use Nu-Calk SPEED LOAD! It’s 
so easy to use, it makes calking a snap. Just 
slip a handy Speed Load into the Speed 
Loader gun and youre ready! 


CG-4 SPEED LOADER 


Here’s the other half of this unbeatable 
combination. CG-4 Speed Loader 
Calking Gun is light, sturdy, fool-proof. 
First pressure on trigger automatically 
breaks seal on load. 


STANDARD CG-3 GUN AVAILABLE, TOO! 


Still favored by many experienced calk- sammainaamnaiinia 
ing appliers. Has easy trigger action and 
powerful piston action. May be used 
with either Nu-Calk SPEED LOADS or 
bulk calking. 











PACKED 10 LOADS 
TO CARTON 


Each carton contains 10 
loads (approx. one gal- 
lon) — 4 cartons per 
shipping case. Freight 
allowed on 8 cartons or 
more, 








And don’t forget 


Mc (ALK CALKING COMPOUND 


IN CANS! 
1/o pint cans to 55 gal. drums 


ceived! MACKLANBURG- DUNCAN C0. 
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LICHTY—OF “GRIN AND BEAR IT”.- 


“These Slumber Bums won't make me miss 
that 5:10 commuter AGAIN, now that 


EVERYTHING HINGES ON HAGER /' 


bh © —s 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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WASHINGTON REPORT 








The Bureau of Labor Statistics tells us the May 


housing starts got up off the floor and made it 
a fight. 


The March number had been 93,000. April, in- 
stead of doing the usual spring upsurge, came 
along with 88,000. Then May swung into action 
with all the energy and speed of a wooden 
Indian; especially in our favorite field, the 
one-family house. 











Looked kind of bad. In fact a few economic Soon- 
ers, without waiting for the report, told us 
May would weigh in with a further decline in 
new starts, as compared with those of the pre- 
vious and adjacent April. Such an April-May 
drop would be the first accident of the kind 
— Uncle had learned how to count new dom- 
iciles. 











But not so. The May figure for new permanent 
non-farm dwellings, as the BLS reported it, 
was 97,000. This ten percent increase over 
April, so the Bureau said, was due to a couple 
of factors. First, an “extraordinary spurt” in 
apartment construction, especially in big cities. 
Second, a scarcely less extraordinary recovery 
in one-family homebuilding. 










The single-family unit, after those first dull days 
early in the month, really hung one on. The 
fear that the NPA might toughen up is sup- 
posed to have pushed quite a lot of apartment 
projects into construction. But the Federal 
credit restrictions on home building were al- 
ready in effect and were doing their heel-drag- 
ging stuff in the field of individual homes. Even 
so, the single-family house came through. 










The BLS was potted with surprise. “It is not 
inconceivable,” it remarked, “judging from the 
strength of May activity, that, without the reg- 
ulation, housing volume might have equaled or 
surpassed the record of 149,100 units begun in 

‘* May, 1950.” 


The Bureau’s statement could be considered as 
propaganda either for or against Regulation X 
and its sisters and its cousins and its aunts. 
We wouldn’t know. Maybe the boys were just 
startled by the fact that the single-unit house 
had made such an unexpected showing. Any- 
way there’s quite a market, seems like, in the 
housing field; if we could get to it. 













Mortgage money, they say, is getting harder to 
find. With government bonds off, in some cases 
as much as three points, fiscal outfits don’t feel 
like selling at a loss to invest the money in 
mortgages. Many of these institutions tell ap- 
plicants they’re loaned up; no more available 
funds for months to come. 


The Federal Reserve Board holds that Regula- 
tion X and its relatives are not shortening up 
house construction more than is necessary. The 
Board wanted to cut housing figures this year 
to 800,000 or maybe to 850,000. Some people 
in the purlieus of the FRB are guessing, off the 

record, that the number may bulge up to a 
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million. Most shockin’; that is, to control mis- 
sioners. 


A committee, appointed by the President and 
headed by Defense Mobilizer Wilson, told Con- 
gress it should give the FRB a bigger blackjack 
with which to promote the dawn of right rea- 
son among loaning agencies. But Congress so 
far seems to be fresh out of such articles. 


The NRLDA, as you know, is opposed to the pas- 
sage of the Defense Housing Bill; as it is op- 
posed, also, to the continuation of price, wage, 
and production controls. 


The obstacle to building, says Cotton Northup, 
of the NRLDA, is the disappearance from the 
market of mortgage funds. Congressional ap- 
proval of the Defense Housing Bill, Cotton 
adds, would not provide any stimulant to hous- 
ing construction in critical defense areas that 
couldn’t be arranged for by modifying Regu- 
lation X, as it applies to those areas. 


The Defense Housing Bill, however, in the reluc- 
tant opinion of a number of analysts, is likely 
to be passed by Congress. FHA is expected to 
get an expansion of its authority, amounting 
to the tidy figure of a billion and a half, to 
insure home loans for defense workers. 


Private builders are to get the nod in defense 
areas, by means of relaxed credit curbs and 
later through Federal guaranties. It’ll be only 
when and if the private builders fail to do their 
stuff that Uncle will undertake to build the 
houses. 


FHA seems marked to have quite a future; or so 
the seers say. The agency is due to get much 
if not all the money it’s asking for, to carry on 
its regular job of financing less expensive 
houses. 


Pressure upon Congress, from both sides, in re- 
gard to continuing the Defense Production Act 
has been heavy. Quite a few distinguished econ- 
omists and business men, who for commercial 
or political reasons wish they didn’t think so, 
are saying off the record that we’re due for 
more inflation this fall and next year. Maybe 
a little, maybe more than that; but no leveling 
off for some time. Production for defense is 
the reason. 


Business at the moment, in some but not all lines, 
is not making with the profits. Not, that is, 
in habit-forming quantities. The Wall Street 
Journal says a good many manufacturers blame 
their production cutbacks to metal shortages 
caused by materials control. But some are frank 
enough to say that supply in their fields has 
caught up with demand. 


Reduced shipments of cattle to market, continuing 
with the story of statements that don’t always 
hit where they look, are charged to OPS ceil- 
ings, but with no mention of the collateral fact 
of housewives who refuse to pay the prices 
asked in any case. 




















It Takes GOOD MEN 
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Oscar Christenson began his career in lumber manufacturing 46 years ago, and 

is another Pack River employee with broad experience that is a valuable con- 
tribution to the production of fine, high-quality lumber. Christenson is a fire- - 
man operating two 150 h.p. boilers at Thompson Falls Lumber Company's plant. tue 
His experience and knowledge and that of the men at the control panels of the per 
dry kilns are behind proper drying of lumber to Pack River's exacting standards. CM 
Pack River Produces Only the Finest Kiln-Dried Western Woods i 
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NEWS BRIEFS 





Lumber prices continue to weaken, giving a dollar or two now 
and then. This softening reflects the enforced cutback in housing 
but also results in a slowing down of the economy in general as 
the switch over is made to defense production. This slow down 
has been widely heralded and expected. But now it is here, some 
individuals are exhibiting signs of nervousness. 


_ The softened economy—generally held to be of short dura- 
tion—has put a lot of power behind the push to end controls. The 
champions of continued controls, on the other hand, point to the 
rising volume of defense goods manufactured to justify their posi- 
tion. It’s been a hard row for Congress to hoe. 


_ The Controlled Materials Plan, now going through a “vali- 
dating period,” will not get much done about rationing metals 
before fall. But there’s talk among NPA officials to the effect that 
soon ALL scarce metals (and perhaps other scarce materials) for 
ALL purposes will be brought under allocation and priority con- 
trols. This talk has been batting around more or less since last 
September. Now it seems to be getting into the blueprint stage. 


Original CMP idea was to assure enough steel, aluminum and 
copper for defense items such as guns, tanks and planes. But 
these items don’t use any large proportions of the strategic metals. 
Considerably less than ten percent of the ’51 steel production is 
going into military channels. 


Producers of consumer goods, however, are finding the “free 
market” for scarce materials much demoralized; with some manu- 
facturers getting all they want and others none at all. So the story 
persists that consumer durables are likely to be brought under 
CMP before the end of the year. 


Wage increases, authorized by the government, seem a lot 
easier to get than are the price increases to cover the extra worker 
pay. Some companies are getting ready to resist this uneven per- 
formance. No tickee, no shirtee; no price increase, no wage in- 
crease. Looks like a mess of strikes. 


Much business construction is in the works; chiefly, of course, 
heavy stuff. Defense plant expansion gets a lot of Federal help; 
priorities on materials, loans, rapid tax amortization and the like. 


The Lumber Survey Committee reported that lumber produc- 
tion for the first quarter of this year was the highest for any first 
quarter of record. New orders exceeded production by some ten 
percent. A gradual softening of the market showed up in April 
and May; but the demand for uppers remained strong. 


Market for hardwoods, says the committee, continues at 
record-breaking levels. Production of hardwood flooring during 
the first quarter was 20 percent more than in the first quarter of 
1950. 


OPS price regulations, the committee adds, has confused the 
industry. The general freeze of last January didn’t do well at all 
in lumber operations. The wholesale price index of the BLS indi- 
cated an average increase of four percent for construction lumber 
in the first quarter. In April, the index figure had leveled off. 
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May Construction 
Up Seasonally 


Expenditures for new con- 
struction amounted to $214 bil- 
lion during May 1951, the Build- 
ing Materials Division, U. S. De- 
partment of Commerce, and 
the U. S. Labor Department’s 
Bureau of Labor Statistics re- 
ports. A drop from April in 
new homebuilding expenditures, 
the first May downturn on rec- 
ord (since 1939), prevented to- 
tal new construction outlays 
from rising seasonally to the 
extent usual at this time of the 
year. The relatively small, 6 
percent, advance this May re- 
sulted from substantial in- 
creases in defensee plant and 
military construction and sea- 
sonal expansion of most types 
of nonresidential building and 
heavy construction work. 


The decline in residential 
building activity reflects the 
drop in new housing started 
during the winter and the fur- 
ther downturn in April. The 
total value of new private resi- 
dential buildings put in place 
amounted to $854 million, 3 
percent less than in April, and 
18 percent less than in May 
1950. This decline in home- 
building held total private ex- 
penditures for new construc- 
tion at about the same level as 
a year ago, in spite of substan- 
tial increases over the year in 
commercial, industrial, public 
utility, and most other types 
of nonresidential building. 

Puble construction outlays 
amounting to $813 million in 
May were 17 percent above 
April and 39 percent above 
May 1950. Atomic energy and 
other defense plants, military 
facilities, and highway work ac- 
counted for most of the in- 
crease. 

During the first five months 
of 1951, new construction with 
a total value of $11,149 million 
was put in place, compared 
with $9,400 million in the corre- 
sponding period of 1950—a 19 
percent increase. Total private 
outlays of $8,085 million were 
15 percent above the corre- 
sponding period a year ago; 
public expenditures of $3,064 
million were up 30 percent. 
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Meet a 


“FIREMAN” 7 


Oscar Christenson began his career in lumber manufacturing 46 years ago, and 
is another Pack River employee with broad experience that is a valuable con- 
tribution to the production of fine, high-quality lumber. Christenson is a fire- 
man operating two 150 h.p. boilers at Thompson Falls Lumber Company's plant. 
His experience and knowledge and that of the men at the control panels of the | 
dry kilns are behind proper drying of lumber to Pack River's exacting standards. i) 








Pack River Produces Only the Finest Kiln-Dried Western Woods 
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— Representing — | 


Pack River Lumber Co. 
Sandpoint, Ida. 


Northwest Timber Co. — Gibbs, Ida. 


Thompson Falls Lumber Co. 
Thompson Falls, Mont. 
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NEWS BRIEFS 





Lumber prices continue to weaken, giving a dollar or two now 
and then. This softening reflects the enforced cutback in housing 
but also results in a slowing down of the economy in general as 
the switch over is made to defense production. This slow down 
has been widely heralded and expected. But now it is here, some 
individuals are exhibiting signs of nervousness. 


The softened economy—generally held to be of short dura- 
tion—has put a lot of power behind the push to end controls. The 
champions of continued controls, on the other hand, point to the 
rising volume of defense goods manufactured to justify their posi- 
tion. It’s been a hard row for Congress to hoe. 


_ The Controlled Materials Plan, now going through a “vali- 
dating period,” will not get much done about rationing metals 
before fall. But there’s talk among NPA officials to the effect that 
soon ALL scarce metals (and perhaps other scarce materials) for 
ALL purposes will be brought under allocation and priority con- 
trols. This talk has been batting around more or less since last 
September. Now it seems to be getting into the blueprint stage. 


Original CMP idea was to assure enough steel, aluminum and 
copper for defense items such as guns, tanks and planes. But 
these items don’t use any large proportions of the strategic metals. 
Considerably less than ten percent of the ’51 steel production is 
going into military channels. 


Producers of consumer goods, however, are finding the “free 
niarket” for scarce materials much demoralized ; with some manu- 
facturers getting all they want and others none at all. So the story 
persists that consumer durables are likely to be brought under 
CMP before the end of the year. 


_ Wage increases, authorized by the government, seem a lot 
isier to get than are the price increases to cover the extra worker 


“mance. No tickee, no shirtee; no price increase, no wage in- 
case. Looks like a mess of strikes. 
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r Much business construction is in the works; chiefly, of course, 
eavy stuff. Defense plant expansion gets a lot of Federal help; 
priorities on materials, loans, rapid tax amortization and the like. 


_ The Lumber Survey Committee reported that lumber produc- 
tion for the first quarter of this year was the highest for any first 
quarter of record. New orders exceeded production by some ten 
percent. A gradual softening of the market showed up in April 
and May; but the demand for uppers remained strong. 


Market for hardwoods, says the committee, continues at 
record-breaking levels. Production of hardwood flooring during 


a quarter was 20 percent more than in the first quarter of 


OPS price regulations, the committee adds, has confused the 
industry. The general freeze of last January didn’t do well at all 
in lumber operations. The wholesale price index of the BLS indi- 
cated an average increase of four percent for construction lumber 
in the first quarter. In April, the index figure had leveled off. 
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May Construction 
Up Seasonally 


Expenditures for new con- 
struction amounted to $21 bil- 
lion during May 1951, the Build- 
ing Materials Division, U. S. De- 
partment of Commerce, and 
the U. S. Labor Department’s 
Bureau of Labor Statistics re- 
ports. A drop from April in 
new homebuilding expenditures, 
the first May downturn on rec- 
ord (since 1939), prevented to- 
tal new construction outlays 
from rising seasonally to the 
extent usual at this time of the 
year. The relatively small, 6 
percent, advance this May re- 
sulted from substantial in- 
creases in defensee plant and 
military construction and sea- 
sonal expansion of most types 
of nonresidential building and 
heavy construction work. 

The decline in residential 
building activity reflects the 
drop in new housing started 
during the winter and the fur- 
ther downturn in April. The 
total value of new private resi- 
dential buildings put in place 
amounted to $854 million, 3 
percent less than in April, and 
18 percent less than in May 
1950. This decline in home- 
building held total private ex- 
penditures for new construc- 
tion at about the same level as 
a year ago, in spite of substan- 
tial increases over the year in 
commercial, industrial, public 
utility, and most other types 
of nonresidential building. 

Puble construction outlays 
amounting to $813 million in 
May were 17 percent above 
April and 39 percent above 
May 1950. Atomic energy and 
other defense plants, military 
facilities, and highway work ac- 
counted for most of the in- 
crease. 

During the first five months 
of 1951, new construction with 
a total value of $11,149 million 
was put in place, compared 
with $9,400 million in the corre- 
sponding period of 1950—a 19 
percent increase. Total private 
outlays of $8,085 million were 
15 percent above the corre- 
sponding period a year ago; 
public expenditures of $3,064 
million were up 30 percent. 
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Northern Hemlock 


Group Meets 

One hundred and fifty North- 
ern forest industry operators 
met at King’s Gateway Hotel, 
Land o’Lakes, Wisconsin, on 
Tuesday, June 5, to consider the 
progress of government con- 
trols as reported by represen- 
tatives of the Northern Hem- 
lock and Hardwood Manufac- 
turers Association who had been 
in recent attendance at indus- 
try meetings with Government 
officials in Washington. 

President A. E. Swanke, Ti- 
gerton Lumber Company, Ti- 
gerton, Wisconsin, described 
the situation as being a critical 
one, deserving of utmost 
thought and study by all in- 
dustry members, because a new 
pattern of procedure is likely 
to influence the conduct of busi- 
ness affairs for some years to 
come. 

Col. F. H. Himes, Crandon, 
reported on a recent meeting 
with the National Production 
Administration in Washington. 
He said that six to eight billion 
feet of lumber for direct and 
non-direct defense require- 
ment is now anticipated by the 
Government agencies. In gen- 
eral there has been comparative 
little difficulty in securing the 
volume of lumber needed, but 
the Navy is having some trouble 
with procurement of boat lum- 
ber according to Naval specifi- 
cations. There is at the present 
time no information with re- 
spect to the items and quantities 
of the varous species of lum- 
ber which will be purchased by 
the Government. 


Building Prices 

Building material prices in 
the Chicago area remained sta- 
ble for the third consecutive 
month during the period April 
15th to May 15th, Adolph O. 
Berger, Regional Director of 
the U. S. Department of Labor’s 
Bureau of Labor Statistics re- 
ported in his monthly report 
of average mid-month dealer- 
to-contractor prices in the Chi- 
cago area for a selected group 
of 53 leading building mate- 
rials. 

Of the 53 selected materials 
sampled by the Bureau, prices 
remained unchanged for 49. 
Each of two mason supply items 
increased one percent, and each 
of two lumber items decreased 
one percent. 
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PER CENT Per Cent Increase in Wholesale: Prices of Commodities PER CENT 
— by Groups, June 27, 1950, to May 22, 1951 INCREASE 
35 TEXTILES 35 
30/4 CHEMICALS 30 
= ALL 1 
- nia vera 8 — 
20/4 . SUL. PRODUCTS +20 

FOODS ING 
5 = —~ MATERIALS —|—— fee +15 
PRODUCTS 
lo 5 1 t ? Y  FUEL& 710 
5 _ a & e 1 i LIGHTING | | 5 
MOICISICICIOICFolOi 
Source of Data: United States Bureau of Labor Statistics FEEL... 














Market Centers 
TACOMA—Probably the most 
important development of the 
week affecting the local lumber 
industry was the announce- 
ment by E. G. Griggs, II, pres- 
ident of the St. Paul & Tacoma 
Lumber Company, that his firm 
has purchased the extensive in- 
terests in timber and equip- 
ment in the nearby Mineral- 
Morton area owned by W. H. 
Lindberg of Tacoma. Griggs 
said that the acquisition will 
assure an increased and contin- 
uing supply of raw material for 
the St. Paul & Tacoma com- 
pany’s Tacoma and Olympia 
plants. He did not however 
disclose the amount of timber 
nor the consideration involved, 
but both are known to be sub- 
stantial. Griggs said that no 
change is contemplated in the 
active personnel in the logging 
operations and said that Lind- 
berg will continue to manage 
the operations of not only his 
jacent Little Nisqually tract, 
which already is owned by the 
St. Paul & Tacoma Lumber Co. 
Griggs said also that Lindberg 
has been elected to the board of 
directors of the St. Paul & Ta- 
coma Lumber Company. There 
is considerable activity on de- 
fense contracts, with new 
awards having been made to the 
Weyerhaeuser Sales Co. and 
the Pacific Mutual Door Co. for 
plywood and to the Export Pa- 
cific Co. for railroad ties. South- 
west Washington firms that 
have received government con- 
tracts also include the Hemp- 
hill, O’Neill Lumber Co., Che- 








halis, treated ties; Shafer Bros. 
Lumber & Shingle Co., Aber- 
deen, lumber and Georgia-Pa- 
cific Plywood Company, Olym- 
pia, plywood. An _ estimated 
14,500,000 board feet of timber 
in the Olympic National Forest 
has been sold to Rayonier, Inc., 
of Hoquiam on a bid of $66,245. 

SEATTLE—Impact of credit 
regulation X is now being felt 
in full force here. One builder 
of homes in the $10,000 to $12,- 
000 bracket declares business is 
off 75 percent. Scarcity of in- 
surance company mortgage 
money is a secondary cause. 
Demand for homes exists but 
people cannot make the big 
down payments. 

Lumber and shingle demand 
is off. Demand for almost all 
items except structural cutting 
is less. The fir market is very 
unstable. As for shingles there 
is no market. However myst 
upper lumber items are steady. 
Cedar siding is hard to move. 
Sugar pine is strongest of these 
species with Idaho white pine 
a close second in demand. Se- 
lects are more plentiful and 
shop items are strong but com- 
mons are drifting down. 

Prices reflect a weakening 
market. Green fir dimension 
dropped $2 to $4 in the past 
fortnight. Hemlock dimension 


is similarly weak. Progressive | 
decline of shingles continues. | 


Spruce has weakened. Log 
prices are firm at previous ((U0- 
tations except for cedar which 
has weakened slightly. 
Inventory appears to be more 
important than price. Yards 


with high inventories won’t buy | 
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It’s our Golden Anniversary! 


rst It’s a time to celebrate! 
f 


ve. |e 50 years ago we began producing quality lumber products. Today — 
ese |F at our five mills we are producing the finest quality lumber products . 
ine | of uniform grade from southern woods. 





rr. 


Te 


i} 
Qa. 
tS 


Modern manufacturing facilities at each Kirby mill and a scientific, 
y sustained yield forestry program assure our customers of a source of 
ing | supply even for future generations. 


ee all 


q Posterity, too, will ask, “Is it as good as Kirby’s?” 





YELLOW PINE e SOUTHERN HARDWOODS e KIRBY BRAND OAK FLOORING 


ore | Lf y : "A Wood for Every Purpose” 
rds i ; : ae : 
buy & Bie 3 


Buitpinc Propucts MERCHANDISER 





SPECIFIED 
LENGTHS 
GRADE STAMPED 








Shipped ahead of time — faster 
than promised. We hope you like 
this policy because we've been 
doing it for years. 


Standard green Fir shipped in 
specified lengths, widths, and 
grades of dimension; also small 
squares and boards. 


The ever-increasing number of sat- 
isfied Air-King customers is the 
result of-prompt, dependable serv- 
ice and good, well manufactured 
Air-King lumber. You will like it 
too. Let us know your needs today. 














i PE 
AIR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones — Portland Line CH 3330 
or Tigard 6161 
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until stocks are reduced. Re- 
ports from the East particu- 
larly concern inventories. 

Exporters have difficulty buy- 
ing cutting. 

Fir workers have won an ad- 
ditional 8 cent an hour increase, 
the fourth raise granted in the 
past year. 

Ideal production weather has 
upped inventory of logs to fig- 
ures described as satisfactory 
for any time. On June Ist Pu- 
get Sound, Grays Harbor and 
Columbia River logs aggregat- 
ing 742 million feet, an increase 
a the month of 89 million 

eet. 


KANSAS CITY — Lumber 
sales in the larger cities in the 
Southwest continued at a much 
slower pace than earlier in the 
year, largely reflecting the lack 
of interest on the part of retail- 
ers to buy ahead in light of re- 
duced building activity plus the 
fact that prices are well below 
ceiling levels. 

On the other hand, observers 
note that the supply situation 
may tighten perceptibly within 
a relatively short time as the 
defense program steps up and 
the government buys more lum- 
ber. At the forthcoming gov- 
ernment auctions at Atlanta 
between 25 and 50 million feet 
of southern pine may be taken 
while at the Memphis sale the 
amount involved runs between 
75 and 100 million feet. 

In addition, mills are not 
working at capacity and are 
not accumulating much, if any, 
surplus inventory. In a few in- 
stances where certain items are 
in surplus a reduction in price 
effects fairly good movement. 

Hardwoods in the Southwest 
are not moving nearly as well 
as yellow pine, due in part to 
curtailed operations by the 
flooring plants, box factories 
and furniture manufacturers. 
New housing starts have 
dropped sharply and the effects 
of tightening credit regulations 
have cut into the demand for 
building materials. 

The Federal Reserve bank of 
Kansas City reports that resi- 
dential contracts awarded in 
the first four months of 1951 
in a 7-state area in the South- 
west were 4 percent under a 
year ago and that building per- 
mits issued in 18 of the larger 
cities were 13 percent less than 
in the like 1950 period. 

Mills report that the reavy 
order file is fast disappearing 


and many are working from 
week to week. About every 
item with the exception of fin- 
ish, is bringing less than ceiling 
prices. On the average, mixe:| 
car shippers are getting from 
$2 to $3 a thousand less than 
earlier in the year; straight car 
shippers, nearly $10 less. 


Lumber-National 

Lumber shipments of 495 
mills reporting to the National 
Lumber Trade Barometer were 
14.4 percent below production 
for the week ending June 9, 
1951. In the same week new 
orders of these mills were 26.1 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 54 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders were 
equivalent to 26 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
45 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 3.3 percent above 
production; orders were 3.3 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 90.2 percent above; ship- 
ments were 69.1 percent above; 
orders were 55.4 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 4.6 percent 
above; shipments were 14.4 per- 
cent below; and new orders 
were 28.2 percent below. 





Value of New Residences by Years | 





BILLIONS Value of Residential Construction in the BILL 
~ ~ sc s S United States by Years, 1929-1950 a 


























West Coast ai 

At the end of five months of 
operation in 1951, Douglas fir 
sawmills of western Washing- 
ton and Oregon continue to 
keep ahead of last year’s pro- 
duction, orders and shipments, 
according to H. V. Simpson, 
executive vice president of West 
Coast Lumbermen’s Associa- 
tion. ; 

The lumber executive said 
shipments and orders for the 
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Stanley-Carter HBS 
Hinge Butt Router 
Y2 H.P. — 18,000 r.p.m. 


method of 
hanging doors 


-_ ..sWith a precision fit 
z every time 





Adjustabie for any size door. 
Serves for door and jamb — 
by simply reversing it. 

































ested in hanging doors 6 times faster. You'll 
RD 242 get a quick answer because speed means 
money to him. 


Hanging doors is easy with Stanley RD 
Butt Hinges (Round Cornered) and a 
Stanley-Carter Hinge Butt Router with 
Template. 


The “secret” is the uniform standard of 
Stanley RD Hinges. And with round corners, 
the hinges exactly match the round cornered 
mortise made by the router bit — assuring a 
perfect fit every time and eliminating the 
need to square up corners of mortises. 


The best evidence of this uniformity is the 
practice of some builders to mortise doors 
and jambs at separate points, apply the 
hinge halves with the assurance that the 
doors will operate perfectly when they are 
hung later on the job. 

There’s good business for you in this 
Stanley combination for faster mortising and 
hanging doors. Write for full details. 


Stanley RD Butt Hinges 
(Round Cornered) 

In plated steel, brass, 
bronze, and aluminum 
Sizes: 3Y2" x 32", 4" x 4" 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


L STANLEY 


Reg. U. S. Pat. Off. 


) 


: 


poo* HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 


pEMEMBER Ef Ef 


| 


THREE HINGES TO 4 


dry 
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Stanley-Caurter T3 Template 


Just ask any builder if he would be inter- . 
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Qitateal COMBINATION 


Xx METAL WEATHERSTRIP-SASH BALANCE 






luk 


DURA-SE/ 
WINDOW UN 


ii goes On. 


pitty coca 
fet oie 
eM a 


Sell your builder customers the frame, the 
glazed sash, and Dura-seal Weatherstripping "=e 
and Sash Balances . . . all assembled into one 
precision-made window unit! Dura-seal 
equipment is self-adjusting and assures 
trouble-free operation . . . all of which results 
in /ower costs! You'll make more profit per 
unit... the builder will reduce the high costs 
of on-site labor. 


Here's the way Dura-seal equipped window 
units come to you from your jobber... and 
the way they come to your builder customers 
. delivered complete. 


from you... 










Ask your sash and door jobber for complete 
information on Dura-seal equipped window 
units or write to us for the name of your 
nearest Dura-seal jobber! 





first 21 weeks of the year were 
almost identical. The region’s 
sawmills had shipped by May 
31st, 4,800,322,000 board feet 
which exceeded last year’s ship- 
ments for the same period by 
537 million feet. 

Average weekly production 
for May of 234,375,000 feet was 
slightly below April cut, Simp- 
son pointed out, and average 
weekly orders of 215,967,000 re- 
ceived during May were 16.5 
million feet below averages for 
April. Gross stocks at mills 
were up slightly in May over 
April. 

The weekly average of West 
Coast lumber production in 
May 234,375,000 b.f. or 13.4% 
of the 1946-1950 average. Or- 
ders averaged 215,967,000 b.f.; 
Shipments 226,023,000 b.f.; 
Weekly averages for April 
were: Production 237,287,000 
b.f. (182.0% of the 1946-1950 
average); Orders 232,450,000 
b.f.; Shipments 240,837,000 b.f. 

Twenty-one weeks of 1951 
cumulative production 4,701,- 
270,000 b.f.; Twenty-one weeks 
of 1950 4,081,052,000 b.f.; 
Twenty-one weeks of 1949 
3,999,645,000 b.f. 

Orders for Twenty-one weeks 
of 1951 breakdown as follows: 
Rail & Truck 3,286,589,000 b.f. ; 
Domestic Cargo 972,406,000 
b.f.; Export 233,969,000 b.f.; 
Local 291,203,000 b.f. 

The Industry’s unfilled order 
file stood at 865,408,000 b.f. at 
the end of May, Gross Stocks 
at 694,922,000 b.f. 


Western Pine 


The cut of Western Pine and 
Associated Woods by the 105 
mills reporting to the Western 


Pine Association for the week 


ending June 9, 1951, amounted 
to 80,319,000 feet, as compared 
to 87,746,000 feet for the same 
period last year. Shipments for 
the week ran to 67,293,000 feet 
as compared to 89,029,000 fect 
a year ago. Orders for the week 
totaled 59,551,000 feet as, coni- 
pared to 88,881,000 feet for the 
corresponding week a year ago. 
Orders on hand decreased ly 
13.4 percent during the weex. 


Southern Pine 


The 112 mills reporting to 
the Southern Pine Association 
for the week ending June 9, 
1951, had a total production of 
18,529,000 feet. This was 2.57 
percent above the three year 
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Add to the beauty—— 


protect it permanently! 





Residence of E. L. Kaylor, Saginaw, Michigan. Architect: Glenn M. Beach, Saginaw, Mich. Roofing Contractor: 
MacArthur Roofing and Sheet Metal Company, Saginaw, Mich. Roofing: Century” No. 5 Shingles, Surf Green. 


Recommend ‘(ontury.”, ASBESTOS-CEMENT ROOFING SHINGLES 


Attractive roofing of stone-like durability ! 
“Century” Asbestos-Cement Roofing Shingles add 
to the beauty of any home—protect it against 
weather; are not affected by termites; will not rust 
or rot. And, being entirely mineral by nature, they 
cannot burn—are eligible for lowest fire insurance 
rates...a point any home owner appreciates! 


And builders, contractors, architects, and roofers 
will appreciate the owner-pleasing color selection: 
“Century” Roofing Shingles are available in Span- 
ish Red, Surf Green, Gray Duoface, and Black. 
These are ‘‘built in’? colors—won’t weather out; 
won’t fade—don’t ever need painting to preserve 
their beauty. 


And tell your customers the “Century” economy 





About the ‘Centuy.” Shingles 
on the above residence... 


“Century” Asbestos-Cement No. 5 Shingles. These 
are the sales points: American method appearance; 
random-width, thatched butt design. Application cost 
is low—each unit covers more than 1 sq. ft. of 
exposed area; 90 shingles per square; 2 nails per 
shingle; self-aligning. Give complete weather pro- 
tection on roof pitches as low as 4’ rise per foot. 
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story, too! ‘Century’? Roofing Shingles are mod- 
erately priced; are specially designed for quick, 
easy application. 


With sales points like these, you can build your 
business—increase your profits—with ‘‘Century” 
Asbestos-Cement Roofing Shingles. Ask your 
Keasbey & Mattison Distributor for details, or 
write us direct. 


To help you sell more ‘‘Century”’ Shingles, Keasbey 
& Mattison advertising is constantly at work in 
such publications as TIME, COUNTRY GENTLEMAN, 
SUCCESSFUL FARMING, AMERICAN BUILDER, PRAC- 
TICAL BUILDER, AMERICAN ROOFER & SIDING 
CONTRACTOR, NATIONAL ROOFER, and MAGAZINE 
oF BUILDING. Watch for this advertising—your 
customers see it too! 


Oniginal manufacturers of 
Asbestos. a Shingles tn this country 


KEASBEY & MATTISON 


COMPANY - AMBLER- PENNSYLVANIA 











average. Shipments for the 
week totaled 14,442,000 feet, 
20.15 percent below the three 
year average and 22.06 percent 
below production. Orders for 
the period amounted to 11,620,- 


000 feet, 35.67 percent below 
the three year average and 
37.29 percent below production. 
There was a decrease of 6.29 
percent in “on hand” orders 
during the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc D 


| eT ee 170.00 160.00 120.00 

Flat Grain Flooring 
SEE e+venhew ate 145.00 135.00 103.00 
BAD saved eacnas 165.00 160.00 110.00 

Drop Siding 
1x6 (Pat. #106).160.00 155.00 120.00 
1x6 (Pat.#116)).160.00 155.00 120.00 

Ceiling 
WEEE «tbereunne 115.00 110.00 70.00 

a 120-130 115-125 100.00 

Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 1x12 
No. 1 ....73.00 76.00 74.00 76.00 
No. 2 ....69.00 68.00 67.00 70.00 
No. 3 ....57.00 60.00 57.00 60.00 

No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4 77.00 77.00 78.00 77.00 77.00 
2x 6 76.00 76.00 77.00 79.00 79.00 
2x 8 76.00 76.00 75.00 75.00 75.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 76.00 76.00 

No. 2 Dimension 
2x 4 70.00 70.00 73.00 70.50 70.50 
2x 6 69.00 68.50 69.00 73.00 73.00 
2x 8 69.00 69.00 68.50 68.50 68.50 
2x10 68.50 68.50 68.50 68.50 68.50 
2x12 67.00 67.00 67.00 67.00 67.00 

No. 3 Dimension R/L Only 
2x Bcc cccereccererccncesseees 54.00 
= re 
| arrears 
ie ee ee ee 
(Add 10-12 for dry lumber) 





WESTERN PINES 


PONDEROSA PINE 


Selects 
S2 or 4S 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ...275.00 285.00 280.00 
Shop S2s No. 1 No. 2 
Se ee 175.00 160.00 
6/4 iain maaeretane aise aUeile Cea 170.00 155.00 
Commons 
S2 or 4S No. 2 No. 3 No. 4 
ce Ro ere 130.00 96.00 82.00 
pe) a. re 130.00 96.00 80.00 
Idaho White Pine 
Selects 
82 or 48 1x4 1x6 1x8 5/64 
ge he RL. 250.00 265.00 270.00 265.00 
ee 205.00 225.00 230.00 235.00 
linea S2 or 48 No.1 No. 2 No. 3 
oe .dec+eeewen 150.00 140.00 100.00 
BE ““ateneaweawers 150.00 140.00 100.00 
Sugar Pine 
Selects 
2or4Ss be * RW 5/4 a 6/4 pe 
B&Btr. RL. oo 00 300 305.0 
& Baha eeieeean 75.00 275. 00 195. 00 
 Meivcseecaes 358.00 240.00 175.00 
Shop, 82S 
No.1 No. 2 No. 3 
Be +e veaseueue 175.00 135.00 100.00 
aaa 175.00 135.00 100.00 
We ceeeueceres 175.00 135.00 100.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&B 


cy. Cc D 
SE ccksenseamwe 210.00 200.00 180.00 
Flat Grain Flooring 
BE eeecsectesrns 195.00 185.00 145.00 
BOW aderseksanes 220.00 210.00 170.00 
Drop Siding 
1x6 (Pat. #106).206.00 195.00 165.00 
1x6 (Pat. #116).206.00 195.00 165.00 
Boards and Shiplap 
1x6 1x8 1x1 1x12 
No. 1 ...143.00 143.00 148.00 173.00 
No. 2... 86.00 91.00 91.00 96.00 
No. 3... 76.00 83.00 $3.00 89.00 
No. 1 Dimension 
4 14’ 16’ 18’ F 
2x 4 95.00 96.00 98.00 108.00 108.00 
2x 6 89.00 91.00 92.00 102.00 104.00 
2x 8 94.00 94.00 96.00 102.00 104.00 


2x10 104.00 105.00 105.00 113.00 116.00 
2x12 110.00 110.00 110.00 121.00 126.00 
No. 2 Dimension 





2x 4 88.00 89.00 91.00 101.00 101.00 

2x 8 84.00 85.00 86.00 95.00 97.50 

2x10 88.00 88.00 88.00 93.0 95.0 

2x12 88.00 88.00 88.00 95.00 103.00 
No. 3 Dimension R/L Only 

oa OG PEE Geese sees rr 

2x 6 72.00 

2x 8 71.00 

2x10 71.00 

2x12 65.00 

REDWOOD 
Finish 

%x6 A&Btr. Siding ....... vsosie See 
%x8 A&Btr. Siding ............ 150.00 
SxS ASBtr. Siding ..ccccccccecs 185.00 
1x 4 R/LA cr. erivccesesee ae 
lx 6 R/L , Sree «++ 180.00 
SE DS Beles Bee cccvccsocce - 195.00 
BELO Teles Bees cecececccese -- 210.00 
pot ee A ee eee 220.00 


Prices for red cedar siding in mixed 
cars, hew bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear “A” “—" 
x4 inch ...... 95.00 83.00 
x5 inch -so0etae 00 118.00 

155.00 143.00 
-185.00 173.00 
Clear Bungalow Siding, % Inch 

eer --210.00 198.00 

cs ae 230.00 218.00 

23 THGR exe -230.00 228.00 
Finish, B and Btr. S28 or 4S, 


6-16’ or Rough 

x 8 .146. ae +4 
18s, 00 
Celling or Flooring, 
B and Btr., 9-16’ 


AD sacausewes 
ME: sauces wore 





RED CEDAR SHINGLES 


Royals. 
ee fer 18.00 
2—24”- she Pr ee eer ee 11.50 
PE We eeeed Rae eeaceee we 8.00 
westestienn 
ic ot eer 13.50 
i ks Serer 7.15 
ie er 5.75 
XXXXX 
Soggy Ee. arenes 11.50 
Pog Serer 7.75- 8.00 
BO OOPE GE be bestcciicveneee 5.75- 6.00 





ENGELMANN SPRUCE 


Boards and 


Shiplap (dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..114.00 112.00 115.00 125.00 
No. 3&Btr.. 93.00 96.00 102.00 112.00 

No. 1 Dimension 

1 14’ 16’ 18’ 20’ 
2x 4 90.00 90.00 90.00 90.00 90.00 
2x 6 90.00 90.00 90.00 90.00 90.00 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 81.00 81.00 81.00 81.00 81.0( 

No. 2 Dimension 
2x 4 85.00 85.00 85.00 85.00 85.00 
2x 6 85.00 85.00 85.00 85.00 85.0: 
2x 8 85.00 85.00 85.00 85.00 285.01 
2x10 85.00 85.00 85.00 85.00 85.00 
8x12 81.00 81.00 81.00 81.00 81.00 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight ‘No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B& 





Btr. Cc D 
cece iaredauiar adie 165.00 155.00 115.00 
Flat Grain Flooring 
| See ee 40.00 130.00 98.00 
ES ac eiGihiaialaveiac 160.00 155.00 110.00 
Drop Siding 
1x6 (Pate #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 110.00 
Ceiling 
rere 110.00 105.00 60.00 
Eee 115-125 110-120 95.00 
Boards and Shiplap and 2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 . -84.00 86.00 86.00 86.00 
No. 2 - 81.00 81.00 81.00 81.00 
No. 3 - - 64.00 66.00 66.00 66.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 91.00 91.00 93.50 92.00 92.00 
2x 6 92.00 92.00 92.00 92.00 92.00 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 87.00 87.00 87.00 87.00 87.00 
No. 2 Dimension 
2x 4 85.00 85.00 87.00 86.00 86.00 
2x 6 84.50 84.50 85.00 86.00 86.00 
2x 8 84.00 84.00 83.00 83.00 83.00 
2x10 84.00 84.00 84.00 84.00 84.00 
2x12 82.00 82.00 82.00 82.00 82.00 
No. 3 Dimension R/L Only 
SS rrr ee ero 65.00 
BOE WD © aeceo ac eeveiieral ai/aswvagelel exererel sae aveaus 64.00 
er re acre ee 63.00 
REE ne aes 8 are ae 62.00 
BEE. Sbces Ulead sadn eer 62.00 
OAK FLOORING 
Clear Pin. 3§x24% 4@§x1% %%x2 %x1% 
White ..255.00 225.00 197.50 187.50 
Red ....255.00 225.00 197.50 187.50 
Sel Plain 
White ..225.00 205.00 177.50 162.50 
Red ....225.00 205.00 177.50 162.50 
#1 Common 
White ..200.00 170.00 92.50 77.50 
Red .200.00 170.00 92.50 77.50 
#2 Mixed 15” Shorts 
105.00 80.00 80.00 70.00 
#1 Com. & 
Btr. ....140.00 110.00 92.50 7.50 
#2 Com. ..100.00 80.00 62.50 50.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch 

Clear “A” 


368 INCH. 2.000 95.00 92.00 70.00 
S626 IER 605s 120.00 118.00 88.08 
2636 ICR 2.000% 155.00 153.00 120.00 
%x8 inch ...... 185.00 183.00 145.00 
Clear Bungalow Siding, % Inch 
Saas 210.00 208.00 169.00 
SO PROD. viiccess 230.00 228.00 199.00 
2 ee 230.00 228.00 165.00 


Finish, B and Btr. S2 or 4S, 
~~ - rough 


PSR, SIR ener 145.00-165.00 
EEN) ‘cach wolscarsivaelaiaiatocas 175.00 
Nee eee 185.00 
Ceiling or a © B ane _ aaa 
BU. .wcicbceeweuer 108 00° 100.00 9.00 
eee .e--120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8. 


o00— 
Listing under $4.00—list plus 125 per 
cent. 
Listing $4.00 and over—list plus 130 


per cent. 
Clear Lattice, 5/16”, 9 to 16’ 
100 Lin. Feet 
pie 7 rere er 1.50 
BPE (cid wascueenspoce sensors che 1.75 
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unusual money-making opportunity” 


Company branch (on the west coast, to 
a W. P. Fuller & Co. branch). Here the 
piece will be made according to such 
specifications. 

With Pittsburgh Full-length Door 
Mirrors, there’s even less for the dealer 
to do. These are fast-moving, packaged 
items, so he naturally carries a reason- 
able stock. But this is simple. We’ve pre- 
pared for this purpose a popular assort- 
ment of five standard sizes that will fit 
more than 90% of all interior millwork 
doors. 

Why not cash in on this rare oppor- 
tunity for worthwhile sales and profits? 
Write today to Pittsburgh Plate Glass 
Company, 2199-1 Grant Building, Pitts- 
burgh 19, Pa., for full details on how you 
can take advantage of this unusual 
money-making plan. 

















STRUCTURAL MIRRORS 








MADE FROM 

























(PITTSBURGH 
PLATE GLASS 


This Pittsburgh Label, supported by the biggest 
advertising campaign in the glass business, is 
recognized by your customers as the mark of 
quality Plate Glass. Make sure it’s on the 
products you handle. 


BRUSHES PLASTICS 


COMPANY 


66 e e 
You, too, can profit from this 
Q 
a 
0 
fi 
‘ @ Everywhere—in small as well as large 
ft communities—lumber and building sup- 
} ply dealers are profiting from the big de- 
t mand on the part of home owners for 
* such plate glass items as structural mir- 
_ rors, furniture tops and full-length door 
mirrors. 
And they’re doing so without carrying 
00 heavy stocks and without elaborate cut- 
se ting and edging equipment. For all that 
” the dealer has to do is to send the mirror 
po measurements or furniture top patterns 
ne to his nearest Pittsburgh Plate Glass 
00 
12 
00 
00 
oot 
bo | 
.00 
00 | 
00 | 
00 
a | 
00 
00 
00 
‘00 f 
.00 
00 | 
00 
00 
.00 
1% 
1.50 
1.50 ‘ 
250 Le 
50s 
7.50 i 
150 «|e 
0.00 | 
7.50 | 
0.00 
xed | q 
0.00 | 
3.08 , i | 
0.00 | 
5.00 be | tz 
).00 a ; 5 
oe a 
5.00 } rs 
9 FURNITURE TOPS 
A : 
15.00 
5.00 
o 
per PAINTS GLASS + CHEMICALS 
130 G 
ie PITTSBURGH PLATE GLASS 
1% 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 








Give YOU 3 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers 


\ 








_-? te; = = 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 





BRICK 


PLASTERERS’ 
HAWK TROWEL 












Send TODAY for 


ATTRACTIVE 

DEALER DISCOUNTS FREE 
Saar ILLUSTRATED 

path niet CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


fore able to offer 
especially attractive 


dealer discounts. 
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Goldblatt Tool Company 


1924 Walnut Street 


KANSAS CITY 8, MISSOURI 
( 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 





Letters to the Editors 


Classified Advertising 


To the Editors: With reference to an ad run in your 
late February and early March issues, I enclose check 
for $6.00 to run this another two issues, just as run 
before. 

I wish to compliment your service, at least as re- 
gards any such advertisement as mine. For your 
information I have subscribed over $200 to adver- 
tising and realty in order to try to sell this yard 
and the $6.00 spent with you as referred to above 
has bought me 20 letters and one prospect out from 
Kansas City (the letters from virtually all over the 
country) as compared with only one interested letter 
from all the other money spent. 

Kindly let me know in what issues the above will be 
repeated. 

Joe Hughes, Independent Lumber Company, 
; Albuquerque, N. M. 


1951 Dealer Products File 


To the Editors: The 1951 Dealer Products File issue 
is the most useful and complete publication of its 
kind I have ever had in my file. 

The most impressive thing to me, and probably 
the part of the book I will use the most, is the com- 
plete index which you have included. 

J. L. Burrell, Assistant Manager, Midwest Lumber 
Company, Dubuque, Iowa. 


To the Editors: A copy of the 1951 American Lum- 
berman Dealer Products File has just arrived. Inas- 
much as we handle a complete line of building 
materials, there will be many occasions for us to make 
use of this products data. 

We have much of this information stuck away in 
various files and pigeon holes, but nothing compared 
with your grouping and indexing. We will find your 
book to be a great time-saver, and it will eliminate 
a lot of excess baggage. 

F. H. Marshall, President, Marshall Lumber & Mill 
Co., Inc., Montgomery, Ala. 


To the Editors: We have just received our copy of 
the Dealer Products File for 1951, and wish to extend 
our congratulations to you on a very fine and compre- 
hensive job. Is it possible to secure five additional 
copies for the key men in our organization? 

Henry Martin, Arthur Dreyer & Son, Mariners Har- 
bor, Staten Island, N. Y. 


To the Editors: The Dealer Products File issue, just 
received, is packed full of data and building informa- 
tion which would be hard for us to do without. You 
are to be complimented on furnishing us such a com- 
plete issue. 

Homer Prakel, Manager, Geo. H. Worch Lumber 
Company, Inc., Versailles, Ohio. 


To the Editors: We received our copy of your in- 
nual Dealer Products File issue today. We always look 
forward to receiving the new edition. The book is 
used extensively in our company throughout the year. 
This year’s copy looks better than ever. 

Ray Runyan, Manager, Carlisle Lumber Co., Cur- 
lisle, Iowa. 
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<q Oua-laps* fit over any sidewalls 
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Regardless of what siding material is 
on the house now, Dua-Laps will fit. 
Just apply over composition materials, 
lap-siding, or any wood exterior. Use 
stripping for asbestos or stucco sur- 
faces. Exceptional flexibility permits 
each shingle to hug warping, aging 
walls and seal off every nookand cranny. 
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Buitpinc Propucts MERCHANDISER 


$3 


just one reason why 
Dua-Laps are best for remodeling 











Genuine Dua-Laps are made only of 
certigrade straight-grain red cedar, 
with durable finish baked on by infra- 
red. Avoid that patched up, “made 
over” look. Use the same material for 
remodeling old homes that is specified 
by architects for higher priced new 
homes. Remodel with Dua-Laps! 

















GOLDBLATT MASON TOOLS Letters to the Editors 


Classified Advertising 


QUICKER TURNOVER To the Editors: With reference to an ad run in your 


1 , 
Give YOU : MORE PROFITS late February and early March issues, I enclose check 


for $6.00 to run this another two issues, just as ru 
REPEAT CUSTOMERS | ;°7.°° ; , 


I wish to compliment your service, at least as re- 
FINEST QUALITY gards any such advertisement as mine. For your 
Give Your customers GREATER VALUE information I have subscribed over $200 to adver- 

LONGER WEAR tising and realty in order to try to sell this yard 
and the $6.00 spent with you as referred to above 
has bought me 20 letters and one prospect out from 
Kansas City (the letters from virtually all over the 


country) as compared with only one interested letter 
from all the other money spent. 


Kindly let me know in what issues the above will be 
repeated. 


Joe Hughes, Independent Lumber Company, 
Albuquerque, N. M. 





eniCKLAYERS’ AND 1951 Dealer Products File 
STONE MASONS’ JOINTERS TROWEL 





To the Editors: The 1951 Dealer Products File issue 
is the most useful and complete publication of its 
kind I have ever had in my file. 

The most impressive thing to me, and probably 
the part of the book I will use the most, is the com- 
plete index which you have included. 

J. L. Burrell, Assistant Manager, Midwest Lumber 
Company, Dubuque, Iowa. 


To the Editors: A copy of the 1951 American Lum- 
BRICK berman Dealer Products File has just arrived. Inas- 
TROWEL much as we handle a complete line of building 
materials, there will be many occasions for us to make 
use of this products data. 

We have much of this information stuck away in 
various files and pigeon holes, but nothing compared 
with your grouping and indexing. We will find your 
book to be a great time-saver, and it will eliminate 
a lot of excess baggage. 

F. H. Marshall, President, Marshall Lumber & Mill 
Co., Inc., Montgomery, Ala. 


PLASTERERS’ 
HAWK 


BRICKLAYERS’ To the Editors: We have just received our copy of 
tsveL the Dealer Products File for 1951, and wish to extend 
our congratulations to you on a very fine and compre- 
hensive job. Is it possible to secure five additional 
ATTRACTIVE Send TODAY for copies for the key men in our organization? ; 
EREE Henry Martin, Arthur Dreyer & Son, Mariners Har- 
DEALER DISCOUNTS bor, Staten Island, N. Y. 
silat ILLUSTRATED ‘ ; 
1a selis irec 
to dealers, is there- CATALOG To the Editors: The Dealer Products File issue, just 
fore able to offer Sle See eee Oe caw received, is packed full of data and building informa- 
ay sane log describing the largest tion which would be hard for us to do without. You 
dealer dieeounts. and most complete line of are to be complimented on furnishing us such a com- 
masonry tools and supplies. plete issue. 
Homer Prakel, Manager, Geo. H. Worch Lumber 
Company, Inc., Versailles, Ohio. 





Goldblatt Tool Company To the Editors: We received our copy of your an- 


nual Dealer Products File issue today. We always look 
forward to receiving the new edition. The book is 
used extensively in our company throughout the year. 
This year’s copy looks better than ever. 


a Ray Runyan, Manager, Carlisle Lumber Co., Car- 
FIRST CHOICE OF THE TRADE FOR 65 YEARS lisle, Iowa. 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 
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Regardless of what siding material is 
on the house now, Dua-Laps will fit. 
Just apply over composition materials, 
lap-siding, or any wood exterior. Use 
stripping for asbestos or stucco sur- 
faces. Exceptional flexibility permits 
each shingle to hug warping, aging 
walls and seal off every nookand cranny. 


BUILDING Propucts MERCHANDISER 


just one reason why 
Dua-Laps are best for remodeling 


Genuine Dua-Laps are made only of 
certigrade straight-grain red cedar, 
with durable finish baked on by infra- 
red. Avoid that patched up, “made 
over” look. Use the same material for 
remodeling old homes that is specified 
by architects for higher priced new 
homes. Remodel with Dua-Laps! 








BUY OAK FLOORING 
PALLETIZED UNITS 


qneh ECON gy 


A tally of contents— 
number of pieces and 
lengths — is attached 
to each unit for 
quick inventory. 


aye 


A unit is about 3’x3‘x7'6’’, 
and contains about 750 
board feet. All bundles in 
unit are individually strapped. 


Unit rests on 2’’x2” battens and has 
battens across top. Steel strapping all 
around unit binds bundles into a com- 
‘pact, secure package. 


Buy your oak flooring the new, modern way! Buy it in 
time-saving, labor-saving HARCO Palletized Units! 

HARCO Palletized Units contain individual bundles of 
finest quality oak flooring—NOFMA grade-marked. They 
are strapped together with steel bands to make a strong, tight, 
compact package. With your fork lift, you handle approxi- 
mately 750 board feet as a single unit—unload from car, stack 
for storage, reload on truck for movement to job. 

HARCO Palletized Units save handling time . . . cut 
labor costs . . . permit more efficient utilization of storage 
space .. . reduce loss from damage and pilferage . . . look 
better—and sell better! 

Plan now for bigger flooring sales and bigger flooring 
profits. Buy HARCO Palletized oak flooring. 


EACH-MAY- WILSON, INC. 


ae ee wom 6« Fi ENN OC 





What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 10 points for each 
correct answer. 100-90% — excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 





All questions are from the edi- 
torial and advertising pages of 
this issue. Answers on page 62. 





1—What product does Capitol 
City Lumber Co., Tallahassee, 
Fla., make from crooks and 
shorts? 


2—Something new in flooring! 
“Buy oak flooring in modern 
strapped palletized units” ad- 
vertises a hardwood flooring 
producer in this issue. How 
many board feet in one of these 
units and what manufacturer 
was this? 

38—Have credit restrictions 
helped or hindered the owner- 
built type of residential housing 
promoted by a Fort Worth, Tex. 
dealer? 


4—What glass manufacturer 
tells dealers in its ad in this 
issue how to make extra profits 
from plate glass items withou' 
heavy stocks or elaborate cut- 
ting and edging equipment? 

5—How many house starts dic 
BLS report for the month of 
May: 87,000; 97,000; 107,000? 
6—What large eastern hard- 
ware manufacturer advertises 


“The Fastest Method of Hang- 
(Continued on page 58) - 
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DECORATIVE PLASTIC WALLBOARD 


A Quality Product of Unsurpassed 
Beauty and Durability for Walls 
and Counter Tops 


MELAMINE Resin permanently protects the 
beauty of Arborite’s colors and patterns . . . helps 
make Arborite ideal for walls and ceilings in 
bathrooms and kitchens, for kitchen counters, 
for walls, ceilings, and counter areas everywhere. 
Arborite’s many advantages put it in a class 
by itself for usefulness, durability, and continu- 
ing value. 


* Available in 30 different colors 
and patterns. 


* Is not affected by moisture, 
grease, oil, alcohol, mild acids 
and alkalies, is cigarette-proof. 


* Comes in builder-size panels 
4’x 8’ and 2’ 6” x 8’—fits all 
standard '%-inch mouldings. 


* Doesn't chip or crack, never 
needs patching or painting, 
doesn’t stain or discolor. 


* Easily installed on the job, saves 
time, money, and trouble. 














Arborite has dozens of uses in new 
construction and modernization 
work in homes, commercial build- 
ings and in public and 
private institutions. 





at 
<e 


J. A. DAVIES & COMPANY 


314 Straight Avenue, S. W., Grand Rapids 3, Michigan 


Sales Representative of 
THE ARBORITE COMPANY LIMITED, MONTREAL, CANADA 


BuItpInc Propucts MERCHANDISER 











For QUICKER turnover 
AND BIGGER PROFITS —— 










ABESTO QUICK SETTING PLASTIC 
OVER NAILED STRIP 


HANDLE 
cAbesto COLD APPLICATION 
BUILT-UP ROOF; MATERIALS 


Easily applied by your 
customer, Abesto 
LIQUID, used with 
smooth surface roll 
roofing produces a 
better built-up roof 
at lower cost! 




































The Abesto "Seal of Quality" 
is for your protection. It iden- 
tifies all Abesto products and 
is your guarantee that you are 
offering roofing materials that give the utmost 
in protection from the elements. The reputable 
dependability of the exclusive formulas used 
have been proven by exhaustive tests — both 
in the laboratory and in the field. Give these 
better roofing products a prominent display in 
your store. It will pay off in extra profits for you! 
Write for FREE Specification Sheets. 
F.H.A. Approved 


ec Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 
















































Tandy & Allen, well-known community builders, put the extra 
plus of Plankweld Paneling in the living rooms of 150 beautiful 
Saddle-Ranch Homes at Hillside, New Jersey. 


Large operators everywhere are quick fo appreciate Plank- 
weld’s low cost and ease of installation for new construction. 


2 reasons why pre-finished 


PLANKWELD 


means faster turnover for YOU 





Weldwood Plankweld Panels fill two 
important needs that double sales pos- 
sibilities for you. 

...Plankweld is the ideal product for 
a home owner who wants wood-paneled 
walls and plans to do the work himself. 


... Plankweld is also the perfect answer 
for builders who want the most eco- 
nomical material for one or more pan- 
eled rooms in the houses they build. 


So be ready with Plankweld when both 


UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 18, N. Y. 


Please send me complete information on Plankweld. 


Nam 


This man means fast turnover. You can truthfully tell him and other 
home owners: “If you can use a hammer and saw, you can install 


Plankweld yoursel#!”’ 


of these types of profitable customers 
come your way. 


Plankweld is now available in Birch, 
Oak, Knotty Pine and Philippine Ma- 
hogany —all pre-finished at the factory, 
ready for installation. Packaged 10 
panels to a carton. 


These easy-to-handle panels are 14” 
thick, 1614” wide and 8’ long. (6’ and 7’ 
lengths also usually available.) They’re 
edge-grooved to provide a neat lap 


AL-6-30-51 





Company 


joint. And they’re designed with a sim- 
ple, concealed metal clip that holds 
Plankweld firmly to the wall and elimi- 
nates nailing through the face of the 
wood. 


They can be installed over old plaster 
or walls without furring strips — used 
vertically or horizontally. 


Use the coupon below for full details 
about Plankweld—and its great profit 
possibilities for you. 


PLANKWELD 


Pre-finished Weldwood Plywood 


UNITED STATES PLYWOOD CORPORATION ~ 





Address. 


55 West 44th Street, New York 18, N. Y. 


and U. S.-MENGEL PLYWOODS, INC. 





City 


Louisville 1, Ky. 


Branches in Principal Cities © Warehouses in 





22 


+ 
1 
1 
| 
H 
I 
Manufactured and Distributed by 
1 
l 
1 
| 
| 
4 
i 
t 


Chief Trading Areas * Dealers Everywhere 
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NOVOPLY.* MICARTA ¢ WELDWOOD HARD BOARD + WELDWOOD GLUE @ FIRZITE © SATINLAC 


Westinghouse 
MICARTA 























OUR SPECIAL DEALER PLAN will start you in this new, big- 
profit field with a great Self-selling Display and a complete 
Promotional Package. Get the details today. Mail the coupon. 





Manufactured by WESTINGHOUSE 

and sold in decorative grades only by 

UNITED STATES PLYWOOD CORPORATION 
and U.S.- MENGEL PLYWOODS, INC. 


BuaLp1 NG Propucts MERCHANDISER 


Now — you can sell the profitable Micarta bonded-to-plywood 
Panels — because anyone can saw, trim, drill and work these 
panels with inexpensive tools. Builders can have their own 
crews install them on sinks and counters —at a lower net cost 4: 
and without depending on outside sources. Remodelling con- D BACKING 
tractors and home hobbyists can use them. These panels mean 

a new, big business for you. Investigate. 


Vie MICARTA 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 18, N. Y. 


Please send free Micarta sample and simplified instructions. 


NAME 





ADDRESS 


























Titi Titiiiiil 
THT TTT TTT 











































































to you. 
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Bolster your stock now with tough, durable. 


Firestone 
7)* SCREENING 


—won't rust or rot-never needs paint 


You don't need a very long memory to know what's going to 
happen—and very soon! Lose no time in assuring a steady 
supply of fast-selling FIRESTONE Velon for your store. Your 
customers want this permanent rustproof and stainproof 


This “SILENT SALESMAN” does a whale of a selling job! 


ad STORES...AT DISPLAYS...1T SELLS 


COLORS: Forest green, bronze brown or aluminum gray. 


DIMENSIONS: Standard widths—24”, 26”, 28”, 30", 32”, 
36”, 42” and 48”. First six widths fit display rack. Additional 


screening that can stay up summer and winter. FIRESTONE 
Velon has price-appeal to homeowners—and a sweet profit 


widths on special order. Mesh 18 x 14. Filament diameter 


0.015”. 






Gets your message across even when you're busy with other customers. 
Compact—55%4" high, 4544” wide, 14” deep. 


$ 
YOU PAY ONLY 9. 95 _ less than half our cost. That's not all. We 
prepay shipment from Chicago. 


Quick Facts Ahout Firestone )2Zn 


2 
2. 


oa Rw 


ACT NOW! 


Can't rust—never needs paint. 


Impervious to rain, sun, cold, smoke and soot. Not even salt spray 
—eternal enemy of screens—bothers it. 


Won't sag or snag, break or bulge. 

No need to dismantle and store during winter. 

Lighter weight—greater impact strength. 

So easy to install—a bright lad or a woman can do it. 


115,000,000 sq. feet of plastic screening 


will go to market this year. Sounds like a lot—but it won't be so much 
when the stampede starts. If your local Jobber doesn’t handle Velon, 


write direct—today! 











51 CAMDEN STREET 
PATERSON 3, N. J. 





Ine. 








WEAVERS OF Firestone Gn SCREENING 
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— A Suggested Code for Sales Management 


EDITORIAL 


™ American 
MiUlaalel-\aaatela 


& BUILDING PRODUCTS MERCHANDISER 


June 30, 1951 


The Ten Commandments of Effective Marketing” 


. Thou shalt make it easy and desirable for 


the consumer to use your product. 


. Thou shalt build high value, at a profitable 


selling price, into your product. 


. Thou shalt take every practical step to 


make it easy for the consumer to buy your 
product. 


. Thou shalt do everything practical to make 


the consumer want to buy your product. 


Thou shalt use every practical means of as- 
suring effective selling by the retail sales- 
man. 


. Thou shalt take every practical measure to 


*From address “Building for Tomorrow” to the Douglas 
Fir Plywood Association, May 21, 1951. 


BuILvDING Propucts MERCHANDISER 


make it desirable and profitable for dis- 
tributors to merchandise your product. 


. Thou shalt do everything practical to make 


it easy for the erector or applicator to in- 
stall your product. 


. Thou shalt do everything possible to in- 


crease and expand profitable markets for 
your product. 


. Thou shalt use every practical technique for 


eliminating or reducing any wastes in dis- 
tribution. , 


. Thou shalt take constructive steps to im- 


prove your company’s human relations 
internally and externally. 


A. A. H. 





TWO HOMES, COMPLETED by the owners, show some 
of the variety possible under the basic plan offered by 


By RALPH G. CAMPBELL 


Johnson-Campbell Lumber Co., Fort Worth, 
Tex. 


Johnson-Campbell Lumber 
Company, Fort Worth, (Tex.) 
is providing low-cost homes on 
a build-it-yourself basis. 

We build a_ semi-finished 
house on the buyer’s lot with 
no down payment; or sell the 
house and lot in one of our ad- 
ditions with a low down pay- 
ment and small monthly pay- 
ments. 

These are not pre-fabs or 
cheap houses. They are built 
on the job by standard con- 
struction methods. The houses 
vary in size from a minimum of 
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Johnson-Campbell Lumber Co. 


How I Help People Own a Home of 


The story of a Texas dealer who promotes a 
successful semi-finished home program; the problems 
involved and how they are solved. 


750 square feet of floor space 
to as large as 900 square feet. 
They have reinforced solid con- 
crete foundations, No. 1 oak 
flooring, wood siding over felt, 
or asbestos siding over gypsum 
sheathing or insulating board; 
asphalt shingles over 15 pound 
felt; divided light windows 
with weatherstripping and two 
exterior doors. All exterior trim 
and wood siding is painted two 
coats of good grade paint. The 
roof framing is trussed and the 
house is sold without any par- 
titions. 

Up to this point the cost of 
materials is approximately four 
times as much as the cost of 
labor. From here on the cost of 
labor is approximately twice 
as much as the cost of the ma- 
terials. The prospective home 
owner who is willing: to finish 
his own home can save a good 
bit of money by finishing the 
interior himself. This is what 


gives Johnson-Campbell the 
slogan “Semi-Finished Homes 
—The Economy Plan of Home 
Ownership.” 


Four Basic Plans 


We adhere to four basic 
plans for simplicity’s sake; 
each plan can be reversed and 
has several possibilities of room 
arrangements. About half of 
the buyers pay extra for an 
attached garage and about half 
pay extra to have asbestos sid- 
ing. The company avoids mo- 
notony in its design by varying 
colors of roofing, siding and 
trim; changes in gables and 
roof lines; occasional picture 
windows, double windows, front 
door designs, roofs extended to 
cover porches, etc. 

We have been building small- 
er homes for seven or eight 
years, leaving part of the work 
for the owner to do. Two years 
ago we embarked on an en- 
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BASIC FLOOR PLAN of the Johnson-Campbell Lumber Co. semi-finished homes. 


Their Own 


larged plan of building these 
homes. The first year we sold 
80, in 1950 we sold 130. During 
the first quarter of this year we 
sold 40 houses; if the demand 
continues we expect to sell be- 
tween 150 and 200 houses this 
year. 

About half of these houses 
have been built on the buyers’ 
lots, and the remainder have 
been divided between the two 
subdivisions that we have. One 
of these subdivisions adjoins 
town on the southeast and has 
181 quarter acre lots, and the 
other is northwest of town and 
has 286 third acre lots. Both 
subdivisions have building re- 
strictions—minimum size of 
house, 750 square feet; sink, 
commode, and septic tank prop- 
erly connected before house is 
occupied, ete: 

The variation in the types of 
people who buy these homes is 
interesting—from a salesman 
earning in excess of $10,000 per 
year, to a colored man who 
earns $180 per month—and 
both of these completed their 
homes quickly. About 20% of 
these homes have been sold to 
employes of Consolidated Vul- 





Four variations of this plan are offered. 


Bumpinc Propucts MERCHANDISER 


tee Aircraft; probably 15% 


- have been sold to employes in 


the building trades. The re- 
mainder were sold to purchas- 
ers engaged in all kinds of oc- 
cupations: factory workers, 
office workers, municipal em- 
ployes, military personnel, a 
few who are in business for 
themselves; ministers bought 
seven of them. About a dozen 
have been sold to colored 
people, and a half a dozen to 
Mexicans. 


Advertising Program 


One advertisement of 12 col- 
umn inches in the Sunday Star 
Telegram and one of the same 
size in the morning and evening 
issue of the same paper on Wed- 
nesday does most of the pros- 
pect-getting. We also do some 
other advertising primarily to 
get our program before people 
who are engaged in lending 
money, as Johnson-Campbell 
continues to sell its semi-fin- 
ished homes program to the lo- 
cal lending institutions. 

C. D. Nichols, manager of the 
Jacksboro Highway, supervises 
Johnson-Campbell yard on 
the construction of all houses 
built out of that yard. J. W. 
Helms, a salesman, lives in the 
Broadview Acres addition near 
that yard and specializes in 





Hs Easy lo Che ne ° 
A NEW HOME 


—, 


YOUR OWN... 


~ * 
JOHNSON-CAMPBELL 


ay. 











ILLUSTRATED LEAFLET describes 
steps to home ownership. 






selling semi-finished homes. 
Hersal Anderson is in charge 
of all houses built out of the 
yard located on Hemphill 
Street. B. L. Hamm, salesman, 
lives in Forest Oaks addition 
sponsored by this yard, and he 
specializes in house sales. Both 
of these salesmen have bought 
semi-finished homes and com- 
pleted the homes themselves. 
They are thoroughly familiar 
with the whole program from 
their own personal experience 
and are able to advise others 
how to finish their homes. 

However, all employes are 
familiar with the program and 
can quote prices and take ap- 
plications to buy these homes. 
All employes are on a straight 
salary. This eliminates any un- 
necessary desire to over sell. It 
is surprising how few argu- 
ments have been presented by 
customers when there is so 
much work left unfinished and 
opportunity for disagreement 
exists. 


Handling the Financing 


As with most other dealers 
engaged in sweat-equity build- 
ing, financing is the key to the 
whole problem. By a careful 
education program over the 
past several years, Johnson- 
Campbell has developed several 
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Advice to Dealers 

For other dealers who are consider- 
ing entering this field of operation 
Johnson-Campbell has these sugges- 
tions: realize that this is an entirely 
separate market from selling mate- 
rials solely on a price basis; don’t 
start unless you plan to follow 
through on it as the first few houses 
are the hardest to sell; financing is 
the biggest problem . . . it is safer 
to arrange your financing first, but it 
is easier to arrange the financing 
after you have some houses built to 
show the financing agency; stick to 
a few basic plans. Use plenty of ad- 
vertising and sales effort to get your 
program started. You are performing 
a special service in financing a type 
of construction that the buyer can’t = 
finance by himself and you are en- ” ree 
titled to a good profit for it. RETAIL STORE fronts on heavily-traveled highway. Sign on the building says: 


“Semi-finished homes built on your lot. No down payment. The economy plan 
of home ownership!’ 





sources of financing for these 
houses. We carry the house 
until the buyer has increased 
his equity by completing some 
of the work in the interior. Then 
a group of these notes are put 
up as collateral to a loan. 
Johnson-Campbell continues to 
service these loans. As the buy- 
er comes in each month to 
make his house payment, he is 
given an opportunity to buy 
material to help him finish his 
home. 

So far, the credit restrictions 
seem to have increased the de- 
mand for this type of housing. 
The down payments are small 
and the work and materials 
furnished by the buyer consti- 
tute part of his down payment. 
Johnson-Campbell builds these 
houses on the buyers lots for 
pace yon — no down ab emeneeeie — 
and monthly payments of $50. 

On their own lots Johnson- RO DOWN PAYM ENT 
Campbell sells semi-finished al »y- 
homes for $3,595 with $250 OPEN AT... This distinctive SEMI-FINISHED home is OPEN AT... 
down and $40 per month. At- ee 


3704 CARDINAL now available on your lot with NO DOWN 5700 BLOCK 
tached garages can be had for RIDGE PAYMENT. Available at the listed loca- GRAHAM 


$400 extra, $50 down and $5 TREES—TREES—TREES tions with small down payment. ili 
per month. Frequently we in- FOREST OARS errr en TT ee bore Hishway 
stall a complete plumbing block Mio o\- | ppt —_ | Roberts Cutoff 
rough-in job, the commode and Torn sight at . te iti lll la 


these 
e : e Byrn Groce 
sink and six gas openings for cross railrood 





PLENTY OF PARKING SPACE places the motorists in front of a huge sign 
advertising the semi-finished home program. 











homes today. 








an additional $50 down pay- —— > ey _ LB is Be . EE 
oct Ngan an additional $5 per at. a wee sa. FT. 
month. j 


WOOD OR ‘ om . scien Solid 
Johnson-Campbell’s two sub- oe * howe : as Reome 
divisions are outside of the city — | 
limits and do not require li- 


— plumbers or electricians. f C f A LUMBER 
ey estimate that for $1,250 = 

ps gel of _lumber, plumbing, onnson amp “ COMP AN Y 
some Work by the eaaes PIMs |f} 2291 dacksboro Hwy, Ph. MA-2136. "sr sat 3421 Hemphill, Ph. WI+A221 "tiie | 
maybe his friends) he can com- ; 
pletely finish the house in- TYPICAL DISPLAY AD in the Fort Worth Star-Telegram is responsible for 


cluding all plumbing and wir- most of the prospects for these homes. Other advertising is aimed primarily to 
(Continued on page 62) local lending institutions which underwrite many of these jobs. 


and Bath 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 





CANADIAN Forest Propucts LIMITE 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 












































THE HOLEPROOF HOSIERY COMPANY in Milwaukee 
had a problem and came to the Sawyer Lumber and 
Supply Company for a solution. Nylon thread had to 
be shipped east to be dyed and returned to Milwaukee 
for further manufacture into stockings. Each full spool 
weighs over 125 pounds, and the answer of course was 
a re-usable crate sturdy enough to protect the precious 
nylon, flexible to permit quick uncrating and recrating. 
Shown here is Emil Wannmacher at work on the first 


GEORGE LADE is nailing special pallets for a local foun- 
dry at the Best Lumber and Fuel Company in Milwaukee. 
The Unisaw is the only power tool needed for this job. He 
rips and crosscuts the material to size in lots of 100 pieces, 
then assemblies and nails the rest of the-day. This is an 
example of a one man production line. 


experimental model. The aluminum spool is polished 
to an extremely high finish to prevent snagging the deli- 
cate nylon thread. The crates are bolted together and 
are a fine example of the type of service the local 
lumber company can give to industry. The Sawyer Lun- 
ber Company also does millwork in its shop. Here Ken 
Sawyer is making the lip cut on cabinet doors for the 
long cabinet in the background. 


THE FRANKLIN SQUARE LUMBER COMPANY, Long 
Island, N. Y., does custom millwork. Its shop employs 
nine older men; the average age is over 65; the foreman 
is past 77. They say that labor saving tools “Save 
the men’s backs as well as their time and our money.” 
An 11-hour window frame crew uses the same tools Thurs- 
day, Friday and Saturday afternoons after regular hours 
for special window frame work. 


Examples of How Power Tools Can Help the Dealer 


. Proper planning of shop layout and using the right tool for job on 
hand will help dealer get most from his shop. 


There are many different 
ways of doing a job. In the case 
of power tools, there is a 
“right” way if the most is to 
be gotten out of the tools. The 
accompanying photos are ac- 
tual shop scenes and show 
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proper techniques on a variety 
of jobs and work. 

The “how” of production de- 
pends upon the product you in- 
tend to produce. With depend- 
able power tools all work will 
be uniform and accurate wheth- 


er the end product is to be 
rough crates or finished cabi- 
nets. The sequences and nur- 
ber of operations, however, will 
vary with each job. 

Shop services fall into one of 
three categories: 
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ANOTHER TYPE OF MACHINE WORK is done by this 
specially adapted engine lathe at the Becker Post Com- 
pany where the firm can do special post work up to 18 
inches in diameter and 14 feet long. The company makes 
rollers for moving machinery, special well plugs, and other 
special wood turnings for contractors and manufacturers. 


CRATING AND BOXES form a large portion of the work 
available to the lumber dealer’s shop. Here Tony Polzer 
saws the pieces to size, Henry Steinfuhr assembles, and 
nails, forming a two man production line at the Best 
Lumber and Fuel Company in Milwaukee. 


Custom machine operations, 
such as planing, ripping and 
crosscutting lumber to cus- 
tomer’s specifications. 
Products which include as- 
sembly, such as crates, box- 
es, pallets, but do not form 
a part of a manufactured 
article. 

Products which find their 
place in the finished manu- 
factured item, such as on 
one hand cabinets, sash and 
millwork, and on the other 
hand, industrial products, 
parts of factory manufac- 
tured products. 


ButtpInc Propucts MERCHANDISER 


AT THE R. C. 
SHIPLEY Com- 
pany of Kalama- 
zoo, Mich., an or- 
der of special 
frames is being 
completed. The 
operator is cut- 
ting miters on 
the Unisaw using 
the company’s 
own fixture for 
holding the pieces 
as they are cut. 
The tilting arbor 
feature of this 
machine makes 
it possible to do 
this with the 
table level and 
solid. 


THE REITSCH BROTHERS COMPANY of Rockford, III., 
are set up to cut to accurate length all dimensional build- 
ing materials sent out. As an example, they cut floor 
joists to length giving a fresh cut at each end. This makes 
it easy for the builder to put them right in place without 
hand sawing. 


IN THIS INSTANCE the customer will assemble a small 
table from these parts tonight. He phoned Tony Kuehn- 
lein of the Best Lumber Company giving the dimensions 
of the pieces he wants. The material is selected, cut, 
jointed and sanded—ready for assembly when he calls 
later in the day. ° 


All photos courtesy of Delta Power Tool division, Rockwell 
Manufacturing Company, Milwaukee, Wis. 














GIANT-SIZED PALLET used with straddle truck handles 4,000 brick to the load. 
Brick are frequently ordered in this number, thus much handling is eliminated. 


STRADDLE TRUCK is one of three machines that handle 
materials at low cost. Planning makes it possible. 


Planned Material Handling 


This Alabama company balances capacities of 
handling equipment against average load size. 


Bear Lumber Company, 
Montgomery, Ala., moves huge 
quantities of materials around 
its warehouse and yards—and 
out to job sites—without ap- 
parent thought or effort. Ac- 
tually, of course, much thought 
and planning have gone into 
making such movement of mate- 
rials possible. Much of the ef- 
fort has been eliminated. 

Every basic material except 
millwork is now  palletized. 
Twin results are speedy deliv- 
ery and a minimum of handling. 

The correct balance between 
truck and forklift capacities and 
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the size of an average order has 
been ascertained in order that 
each palletized unit will be the 
most economical size to handle. 
It is this careful figuring of size 
of loads against capacity of ma- 
chines that makes mechaniza- 
tion at Bear Lumber pay big 
dividends. 

J. A. Pebworth, in charge of 
shipping and receiving, esti- 
mates that without the material 
handling system the company 
would need 30 men instead of 
the present 20, plus additional 
trucks. Also, the present sys- 
tem permits fast deliveries. 


T. L. BEAR heads progressive yard 
that makes ideas pay when it comes 
to handling materials. 


MOST MATERIALS are palletized to eliminate 
sible handling. J. A. Pebworth stacks cement. 





LARGE FORK lift truck stacks strap- 
ped lumber in unit packages. 
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You're dollars ahead 
with Jota Day Pacxnceo TRIM 


.. because casings, stops, stools 
and aprons come out even 


Before you end up with a lot of There’s no hunting for parts or 
i a casings to match, cutting to length. 

nd out how much grief (and : 

cold; hard cash) John Day Pack- ,qihatsayes lost motion on every 
aged door and window trim can yard time and money, it also is a 


— a real selling point for builders 

Every package is complete. when one of these easy-to-handle 
You sell a wrapped, ready-to- John Day packages is dropped at 
deliver package instead of pieces. each door and window opening. 
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Superior Grade “A” Ponderosa Pine 


€ 


Write for the name of your John Day distributor today! 


»OREGON 
ty LUMBER 
Ponderosa Pine producers C Oo M a A N Y 


and manufacturers 
since 1889 





BAKER +> OREGON 








You are invited to get acquainted with 


HAMPTONITE ‘’CATIVO‘’ FLUSH DOOR 





Specifications Cativo is a beautifully grained and textured Costa 
—5-ply one operation Rican Hardwood. Cativo hollow core flush doors look 
water resistant glu- ss ‘ ‘* 

ing for extreme flat- quality — are quality — yet are moderate in price. 
hess 
eo Although Cativo is the most popular of Hamptonite 
sides hollow core interior flush doors, they are also avail- 
—Easy to finish, belt able in Gum, Paint Grade and Unselected Birch and 


sanded faces 


in limited quantities in African Mahogany, Oak and 
——e Walnut, to harmonize with any intefior finishing re- 
quirements. 


—Available in all 


gop Write for the Hamptonite Folder. 


PLYWOODS-PLASTICS CORPORATION 


HAMPTON, SOUTH CAROLINA 
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Screen and Storm 
Door Closer No. 2020 


ie ‘af 


*\ 


With Hold-Open Feature 


@ Add extra value to the house you are building by 
equipping it with Sargent’s inexpensive Screen and 
Storm Door Closer No. 2020. Also suitable for light 
interior doors. An extra large diameter tube provides 
maximum control for closing door QUIETLY. An 
easily adjustable spring results in correct power for 
closing door QUICKLY and SURELY. Furnished 
complete with directions for installing on the outside 
or between doors. Simple hold-open feature for con- 
venience — holds door open in any position. 

A Sargent Screen Door Catch will insure a complete 
quality installation. 


Ask your supplier or write us 


A better product by — for full details — Dept. 3F 


Sargent & Company 


New York New Haven, Conn. Chicago 


Builders Hardware and Fine Tools since 1864 








DIXON 


WEATHER-LOK 
Window Unit 





Is Setting NEW 


Sales Records! 


Better Construction. Weather tight from every 
angle. Precision-machined, sturdy Pon- 
derosa Pine, toxic treated when desired. 
Sash pre-fitted. Completely weather- 
stripped. 


Economy with Quality. Over 40 years of 
manufacturing experience goes into 
Dixon Weather-Lok window units. Al- 
though cost is moderate, workmanship 
and materials equal or surpass that of 
many units higher in price—only pos- 
sible because the manufacturer controls 
every step of production from timber to 
Weather-Lok—one policy, one responsi- 
bility, one profit. 


Ask Your Jobber or Write 


Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 


JOHN H. MEARS, INC. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Sign Steps Up Roofing Sales 


“We've tried several ways of 
merchandising roofing material 
over the years,” says J. M. Roth, a 
partner of the Elgin Lumber & 
Supply Co., Elgin, Ill., but never 
have we had the success that is 
now resulting from this outdoor 
sign with roof sections. 

“Not only are the different colors 
of asphalt roofing mounted for 


The Salesman's Corner 

One successful preacher, who con- 
siders selling to be a vital function 
of every man of the cloth, puts it 
this way: 

“To make my customers want my 
product, I do more than just ‘pre- 
sent’ the advantages of buying sal- 
vation ... and the disadvantage of 
not buying it. I describe those ad- 
vantages and disadvantages VIVID- 
LY ... with the help of powerful 
picture-painting words, words po- 
tent enough to make my parishon- 
ers feel the fire ... make them hear 
the harps!” 

That’s excellent advice, not just 
for the wording of a sermon, but 
also for the wording of a commer- 
cial sales talk. 

How about you? When your sell- 
ing job requires you to describe to a 
customer the disadvantages of own- 
ing your product, can you do so 
with fire-feeling vividness? 

Have you hot enough words and 
phrases in your vocabulary to make 
your parishoners feel like moving 
along the pew a little to get on to 
a cooler spot? 

For instance ... have you words 
at your disposal as crackling as the 
following, used by a salesman of 
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public inspection, but’ they are 
identified by name and number so 
that the prospective buyer may 
know the exact shingle he wants 
without even talking to a _ sales- 
man.” 

For further details regarding 
this modern merchandising estab- 
lishment, look up your AL&BPM is- 


- sue of July 16, 1949. 


electric dish-washing equipment, to 
make housewives “feel the fire?” 
The average woman has to wash 
dishes for 30 years. For 30 years 
she has to stick her hands into 
greasy smelly dish-water, to 
breathe the disagreeable odors 
into her lungs, to let that greasy 
vapor open the pores of her face 
and ruin her complexion. 
During that 30-year period she 
‘washes 72 stacks of dishes each 
as high as New York City’s Em- 
pire State Building. If a man had 
to do that, he’d stop eating! 
In her 30 years of dish-washing, 
she wastes 4 solid years of her 
life, 8 hours a day, with her back 
bent and her hands in hot water. 
Why, if any Federal Judge in 
America were to sentence a crim- 
inal to spend 4 solid years of 8- 
hour days with his back bent and 
his hands in hot water, the Hu- 
mane Society would literally rise 
up in arms... and likely the 
Judge would be IMPEACHED! 
If you lack words of equivalent 
fire-feeling vividness . . . for use 
in the kind of selling you do... 
then determine this month to AC- 
QUIRE them! 
One good way is to read care- 


fully your company’s advertise- 
ments. Since the copy used in such 
ads is created with painstaking 
care by top-notch word specialists, 
it stands to reason that you’ll be 
able to pick up from time to time 
vivid language that YOU can use 
to advantage. 

This month don’t pass up the op- 
portunity to do just that. It may 
mean the difference between your 
remaining “just one of the boys” 

.. or becoming a champ. 

—Richard C. Borden 
The Dartnell Corp. 





SEE YOUR LOCAL 
LUMBER DEALER FIRST! 


_ 





“Sun, wind, and weather are the enemies of your 
home. For a house deteriorates from the outside first 
—cracks and leaks appear—and soon a costly replace- 
ment job is necessary!” 


Here’s what to do...Ask your localtumber dealer to 
inspect the siding on your home. By installing new 
siding now, your local lumber dealer can save you 
money and save your home from costly demage and 
unnecessary depreciation! Handsome, weather-proof 
siding will protect your home, make it easier to heat, 
easier to keep cool, and add to its appearance. ..and 
its resale value! If your home needs siding, it can 
easily be installed by you or your builder. But don’t 
delay. Do it now! ‘See your local lumber dealer for 
an estimate—and financing arrangements. 


10% Down—30 Months To Pay 


‘SON GREENSBURG 
aves Lumber & Hdw. Co. 


Om 

b*’ Davis Lumber and Hardware HA Apter 
The Fair Detter Lumber Co. . in Lumber Company 

f HAYS 


Kightlinger Lumber Co. Humburg Lumber Company 


The Ortmeyer Lumber Co, 
KINGMAN 
Pearce Lumber Company 
Robert Mills Lumber Co. Anawalt-Campbell Lbr. Co. 


| 

| 

] George Stuckey Lumber Co.  Dedser Lumber Company 

| L. J. White Lumber Co., Inc. I 
BISON Taylor Lamber Co. 

Humburg Lumber Co., Inc. NICKERSON 

The D. J. Fair Lumber Co. 

Buhler Lumber, Ine, 


BURRTON 
The Harris Lumber Co. 


PRATT 

W. R. Green Lumber Co. 

STERLING 

Sterling Lumber Company 
TURON 

Haven Lumber Company 








ELLINWOOD 
Hedrick Lumber Company 


> 





Dealer Cooperative 
Advertising Campaign 

In Kansas, 25 dealers in the 
Hutchinson area have joined in a co- 
operative advertising program. 
Weekly ads like the sample shown 
above are prepared by an agency. 
They cost the dealer $1.75 per week 
on an annual schedule. 

“See Your Local Lumber Dealer 
First” is the theme of most of these 
ads. As an attack on the itinerant 
applicator the ads also emphasize 
that the dealer is “Here Today and 
Here Tomorrow, Too.” 
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A. E. THORNTON, president of the Capital City Lumber 
company in Tallahassee, Fla., designed this modern build- 
ing to display materials well and to reduce handling costs 


to a minimum. 


this drive. 


One driveway permits trucks to unload 
directly from boxcars. Two-level lumber storage bins line 


Florida Yard Has Five Selling Advantages 


Capital City yard designs new warehouse so materials move in direct 
line from car to storage to delivery truck with minimum of handling. 


Four years ago, A. E. Thorn- 
ton, Sr., crystallized twenty 
years experience into the brick 
structure which today houses 
the Capital City Lumber Co., 
Inc., Tallahassee, Florida. It is 
the exact opposite of the aver- 
age yard typified by a group of 
sheds. 

Confined between a main 
street leading to town, and a 
railroad track, the yard opera- 
tion has been put under one roof 
on a narrow strip of ground. 
Twelve military paces will 
cover the width of the ware- 
house from box car siding to 
showroom and offices; across 
the length of the building, five 
railroad cars can be spotted to 
unload through five doors. The 
long front of the building has 
three entrances: two for trucks 
and one for pedestrians visit- 
ing office and showroom. 

“By building the warehouse 
we turned the disadvantage of 
narrow cramped quarters into 
five advantages,’’ Thornton 
pointed out. 

“First, we created a place 
where a couple, or a group of 
women can come in and see the 
materials displayed and stored. 
Everything is on reinforced 
concrete and they don’t have 
to tramp around a yard to se- 
lect materials for remodeling, 
a shelf, or a new home; 

“Second, everything can be 


36 


properly stored and be dry. For 
any contractor or visitor that’s 
a sales point; 

“Third, our inventory prob- 
lems are reduced to a minimum. 
You can see everything in a 
brief walk, and you can scarce- 
ly slip up on ordering a stock 
item that is getting low. 

“Fourth, when it rains you 
can still load your trucks—in- 
doors. You get some sales just 
because a contractor can load 
his truck—out of the rain; or 
because he knows you can load 
yours, with interior trim for 
example. 

“Five, handling of materials 
is reduced. With the exception 
of doors, windows and mill- 
work which is stored on the 
second floor, anything coming 
out of a box-car can be stored 
within 30 feet of the car door 
if the car is properly spotted.” 

Except for the common lum- 
ber which is stored in two-level 
bins lining a driveway between 
street and track, all other ma- 
terial comes off the car to a 
warehouse floor level with the 
box car floor. Again all trucks 
can be loaded from this same 
platform floor on the opposite 
side of the warehouse. There is 
no lifting of materials into 
trucks except common lumber. 

Conversely, truck shipments 
can be unloaded on this body 
height platform floor, which 


can take heavy loads as it is on 
solid fill. 

Sometimes a shipment or part 
of a shipment need not be 
stored. If a truck is not avail- 
able the railroad car can be 
spotted at the door opposite the 
truck loading platform and the 
material hand-trucked from the 
car to the edge of the truck 
loading platform —about 30 
feet away. It can then be 
wheeled or loaded by hand- 
truck onto a truck at night or 
the next day. 

If a truck is available the 
box car can be spotted at the 
door opening onto the drive be- 
tween the common lumber bins. 
The truck can then back 
through the warehouse to the 
box car door and take off the 
material. This has saved both 
time and money when another 
dealer in town has split a car- 
load of flooring, for example, 
with Capital City Lumber. The 
cooperating dealer could run 
his truck right up to the car 
door and unload indoors, rain 
or shine, night or day. 

“With everything under one 
roof except brick and tile, the 
business can compete on a de- 
partment store basis,” Thorn- 
ton said. “We.can sell and de- 
liver when others cannot—re- 
gardless of weather.” 

Capital City Lumber stocks 
and sells everything for the 


June 30, 1951, AMERICAN LUMBERMAN & 











Ship Your Unsold Transit Cars— | 
With Safety & Assurance of a ““Home’’ 


Consign your unsold transit cars to our New York We can assist you in eliminating possible distress 
Wholesale Lumber Distributing and Custom-milling position of cars,—expensive demurrage,—sacrifice 
ferminal at Huntington Station, Long Island, (19  sales,—or the hazard of assuming questionable 
miles from New York City line). credits. 

Take advantage of the additional transit sales time, If cars are not sold,—at your prices,—(either thru 
—afforded by the full distance across the country. your sales staff,—or ours) prior to arrival — 


: We will hase th tright, at eed price,—for our 
HUNTINGTON STATION, N. Y. PLANT & FACILITIES - «wae ee 
(19 miles from New York City line) 


Area—Our Plant covers more than 10 acres, (completely 
enclosed with 8 ft. Cyclone Fence). 





We will advance the freight,—unload your cars,—sort,—grade, 
9. —tally.—place in dry covered or open storage, as directed,— 

remanufacture as ordered,—load on cars, trucks, barges or 
Buildings—total 50,000 square feet, aggregating 750,000 lighters,—for your account. 
cubic feet. 
Private Railroad Siding, 3,250 ft. accommodating Sixty 
(60) cars at a time. : : ' 
Mechanical Handling Equipment includes Ross Straddle 4 We will sell it~ lumber out of our hy toa re an equitable, 
Carriers,—7¥2 Ton Fork-lift trucks,—overhead and travel- » agreed upon split-profit, or percentage basis,—for our account. 
——— a Se Cae oe For over 30 years, we have maintained a strict, ethical, wholesale 

g ° status serving thousands of Retailers, Industrials and Exporters,— 
(mainly in New York, New Jersey, Connecticut and Pennsylvania) 
primarily with Fir, Hemlock, Spruce, Western Pines and California 
Redwood,—Steamer and Rail,—Mill Shipments,—Transits and Dis- 
tributing Yard Stocks,—as well as General Custom-milling. 





You sell your lumber out of our Wholesale Distributing Ter- 
3. minal,—for your own account, — or — 


Lumber Manufacturing Machinery includes 54” & 60” 
Band re-saws, with tilting rollers, 4x6”, 4x12” & 6x15” 
Moulders & Matchers, with top and bottom profile 
ect heads,—7x30” Double Surfacer,—all modern direct elec- 

tric-drive high speed equip t — with frequency 
changer,—self-feed Gang Rip-saws,—Double-end Tenoners, Check our complete available services, — rates are reasonable 
—Shapers,—Jointers,—Drills,—a battery of Radial Saws, 
etc. 


a s 
Watchmen, Resident, 24 hours per day, 7 days a week. Clinton Gi. Bush Lumber Corporation 


on Fire-fighting Equipment includes our own 350 Gal. per cree . 
minute booster fire-truck, and other equipment. (a division of Clinton G. Buch Co.) 


art Financial Responsibility and Commercial References ex- Huntington Station (L. 1.) New York 
he Telephone — Huntington 4-0014 
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DISPLAY ROOM and office walls are panelled with knotty 
cypress and juniper, products available locally. 


home except electrical and 
plumbing equipment, and like 
most successful dealers, Thorn- 
ton buys and pushes available 
items acceptable in his area. 

Knotty cypress and juniper 
(white cedar) from the nearby 
Apalachee River swamps are 
two of those items. Aromatic 
juniper and knotty cypress are 
sold for wall panelling; and to 
prove that it looks good, the 
company’s office and show-room 
is panelled with a mixture of 
the lower grades of these two 
woods. 

“Lower grades of juniper and 
knotty cypress look good as 
panelling and can be installed 
at no more cost than a rock- 
lath and finished plaster wall,” 
Thornton explained. “You can’t 
get a local customer to look at 
‘pecky’ cypress, but they will 
buy knotty cypress and juni- 
per. Rock-lath and gypsum 
wallboard are often scarce 
items down here—so we use our 
local products.” 

Juniper is also used locally 
to make gavels for presenta- 
tion to important visitors. 

The larger portion of Capi- 
tal City Lumber Company busi- 
ness is with contractors, but it 
is also set up to serve the indi- 
vidual home maker’s needs: 
Anything from a shelf to a 
panelled wall. A Crescent rip- 
saw and a DeWalt cut-off are 
kept in use to solve home own- 
er requirements. 

One use for this woodworking 
equipment is the reclaiming of 
crooks and shorts which are cut 
up to make a knock-down type 
of saw-horse, held together 
with a manufactured metal 
bracket that sells for $1.50 a 
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CROOKS AND SHORTS are sawed up to complete the 
“knock-down” type sawhorses put together with metal 


brackets and displayed in the show window. 


pair. With the pre-cut lumber 
included, the saw-horse costs 
$2.50 complete. 

The paint business at Capital 
City caters to the customers— 
for other products—even 
though the paint is well dis- 
played in the showroom. “We 
make it easy to buy paint while 
buying lumber,’’ Thornton 
avers. 

On the other hand a joint 
radio program with the paint 
manufacturer* is carried on 
during appropriate seasons. 
The program is often “Sports 
News” with spot announce- 
ments. A competing paint store 
in town selling the same brand 
often ties-in with joint pro- 
gram so that Capital City Lum- 
ber rarely pays more than 50 
percent of this advertising over 
WTAL and WNT. The stations 
work out the copy jointly. 

Tallahassee has grown from 
15,000 population in 1928 to 
25,000 in 1951 and the county 
from 25,000 to 50,000. To keep 
the Capital City Lumber Com- 
pany name before the shifting, 
increasing population of Flor- 
ida’s capital, A. E. Thornton 
budgets 3 percent of sales for 
advertising. He has one rule 
for newspaper ads: “No small 
type and lots of white space.” 
Consequently you can really 
see what he has to say in his 
ads. 

Paint, repair and remodel and 
reroof, get a good play in the 
advertising. One line of prod- 
ucts that has been pushed with 
success is asbestos and asphalt 
shingles, roofing and siding.* 

The best ads run this year 
were two on floor furnaces. 
Florida had its coldest winter 





IMPORTANT 
WAYS TO 


SAVE 


f REPAIR 
B/REPAINT 
H REROOF 


FOR ALL YOUR BUILDING MATERIALS 


DIAL 3-0801 


CAPITAL CITY 
LUMBER CO. 


POSTER TYPE newspaper ads have 
proved effective in pulling prospects 
into the store. 











and these 2-column, 8-inch ads 
brought over $500.00 worth of 
known business and many 
phone inquiries. 

Direct mail, manufacturers 
mailing pieces, Thornton be- 
lieves, is “the best advertising 
there is—if intelligently mailed 
and handled.” They are used. 

Capital City Lumber Co., Inc., 
has three Thorntons guiding 
it: A. E. Thornton, Sr., presi- 
dent; a brother, Ray Thornton, 
vice-president, and a son, A. E. 
Thornton, Jr., is Secretary- 
Treasurer. 
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SCHUNDLER -frececaled PERLITE 


The beautiful 


UTILITY HARDWOOD COROGLUX: 
PLYWOOD | has the WORKABLE CHARACTERISTICS 


Oue- Piece Face! 


of SAND...YET IS 86% LIGHTER 





the 
etal 


THE UTILITY HARDWOOD 
, PLYWOOD 


. —) ee oe \\\ 


i \ application as sand—Be- ———— 
r Q cause CORALUX is white 

i clear through, there is no 
F & dark under-color to show 


through, the finish coat goes 
farther. 


C ORALUX, the latest in the Schundler family of light 
weight aggregates for plaster, has the workable character- 
istics of sand... there are no new methods to learn in 
its application. Nothing quite equals annealed CORALUX 
for impact absorption and crack resistance. It is among 
the highest rated for insulation and fire resistance. 





Mengelbord* is a low-priced 3-ply utility 








hardwood plywood, %” thick. It is made CORALUX weighs only 714 lbs. per cu. ft. as compared 
from beautiful White Gum (Tupelo), has a p Raph per cu. ft. wd = bg curing = for 
a r io is approximately half the time as that for 
ai one-p — fe ace, with no joints or oval P atches other light weight aggregates. Packaged 3 cu. ft. to a bag, 
have tO mar its appearance. there is no measuring, shoveling, sifting, freezing, thawing 
ects - . . te, and t blem. CORALUX 
Mengelbord is ideal for all interior uses: initiated “"— ‘aid & conform with A'S. A. 
DRY WALLS PARTITIONS . and A. S. T. M. standards. 
ads CABINETS STORE FIXTURES e 3 * Annealing Perlite (a 
| of FURNITURE Schundler | development 
any : 4 aie ° : “ CORALUX Ky aoaunen 
Write today for descriptive literature. SORE PO inherent strength. Each 
” No obligati of course a. seen isn 
b s 00 ‘fa 40n, . yond oe and Ps 
e- i i 
r Where fine wood panels of Ma- itn 
iled ee: VS ee SS eee DETAILS, SPECIFICATIONS AND PRICES TO DEPT. 1 


are desired—ask for Mengelux*. 


~ ; Literature on request. m &. S C a UJ N D LE a 
ling A & CO., INC. 


esi- THE MENGEL COMPANY 


ton Plywood Division « Louisville 1, Ky. JOLIET, ILLINOIS 
_E. *Reg. U.S. Pat. Off. LONG ISLAND CITY, N. Y. 
ary- ; # Plaster & Concrete Aggregate,iInsulation, Blocks, 





Loose Fill, Insulating Cements, Acoustical Tile 
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ONE BOOK this size gives Loren D. 
Pedrick, manager, a quick picture of 
purchases, sales and inventory for 
each of 12 departments. 


Inventory 
Control 


A simple system gives Loren 
D. Pedrick, manager, Farmers 
Lumber & Supply Co., Phoenix, 
Ariz., a practical stock control 
method. 

In one ledger, his bookkeeper 
shows monthly purchases, 
monthly (cost of) sales, and 
the balance, or inventory, each 


WEST COAST 
UPLAND HEMLOCK 


DOUGLAS FIR 


ADDRESS 


ITEMS FOLIO DEBITS 


ACCOUNT wae” 


MADE IN U.S.A. 


CREDITS BALANCE 


SAMPLE PAGE shows how simple bookkeeping procedure gives accurate 


control for small business. 


month in each of the store’s 12 
departments. 

When Mr. Pedrick, or one of 
his department heads is buy- 
ing from a salesman, he doesn’t 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 


Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 


and old-growth Douglas Fir. 


your needs. 


Oregon-American operates in fine timber—has 
complete and modern manufacturing facilities. 


Straight or mixed cars to suit 


Try some of our high quality 


KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 


300,000 feet daily 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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have to juggle several ledgers, 
files or shuffle invoices. He can 
turn to the department in ques- 


tion and know how much he 
(continued on page 62) 




















How Would a City Sales Tax 
Affect You? 


With an increasing number 
of cities adopting city sales 
taxes, more and more lumber 
dealers will be presented with 
new selling problems. 

Particularly in smaller com- 
munities, dealers may discover 
this “painless” new source of 
revenue for city government 
will have the immediate effect 
of tending to reduce trading 
areas to the city limits. More 
customers may reside outside 
of town than in. Consumer 
trading habits may be sharply 
altered. 

The foregoing is highlighted 
by a recent court decision that 
may set a precedent. Superior 
Court Judge Clark Clement, 
Kings County, Calif., recently 
ruled that a Hanford imple- 
ment dealer may recover city 
sales taxes paid under protest 
on sales made outside the city. 
This basic decision, of course, 
has equal force in the sale of 
any other kind of merchandise 
under comparable conditions. 

Judge Clement set forth the 
issues and ruled on the follow- 
ing: 

1—“‘The prospective pur- 
chaser discusses interest in mer- 
chandise with salesman at the 
Hanford store, but does not 
agree to buy. 

2—‘The merchandise is 
either on the floor of the Han- 
ford store, or subsequently is 
floored temporarily in the store 
en route to purchaser. 

3.—“No obligation or com- 
mitment to purchase exists un- 
til an order is solicited and ob- 
tained at ranch of purchaser, 
or until the merchandise is de- 
livered, demonstrated, and ac- 
cepted at the ranch of the 
purchaser. 

4.—“The transaction requires 
the delivery of the merchandise 
to the purchaser, outside the 
city of Hanford.” 

The city of Hanford con- 
tended .that a section of the 
code permits collection of taxes 
on sales made partly within the 
city and partly outside the 
city. 

In his memorandum of judg- 
ment, Judge Clement set forth 
that a prospective purchaser 
came into the dealer’s store and 
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looked at disc plows. These 
were in stock but a tandem 
hitch was not. At a later date 
the store manager called at the 
prospective purchaser’s ranch 
outside the city and informed 
him of the price of the hitch. 

At that time an order was 
taken for two disc plows, a 
hitch and a disc equalizer hitch. 
The store manager agreed to 
deliver the equipment to the 
buyer’s ranch, and this was 
done. 

The court decreed that such 
a sale is not subject to a city 
sales tax. “There was no meet- 
ing of the minds of the parties 
upon the terms of the sale and 
no agreement of sale made at 
this time,” observed Judge 
Clement. 


A city sales tax, of course, is 
assessed against the purchaser. 
The foregoing case while not 
resolving broader issues brings 
into sharper focus the question 
of whether those not residing 
within a city are legally sub- 


‘ject to a city sales tax for the 


dubious privilege of patron- 
izing merchants located within 
such tax jurisdictions. 

In the selling of major items 
involving considerable cash out- 
lays, a 14c or lc sales tax on 
each dollar may amount to a 
sizeable additional outlay to the 
careful price-conscious buyer. 

If, in fact, a purchaser is 
obliged to pay the tax in one 
town he will be disposed to 
seek out business houses in 
other towns where no tax is 
imposed. Or, as an alternative, 
merchants selling under the 
handicap of a city sales tax will 
be obliged to absorb the tax 
through one or another devices, 
even while adding the tax to the 
price tag. If they do, their 
profit margins will be pared. 
At the same time they may earn 
the enmity of city customers 
not so favored. In the Hanford 
case, farmers were going 30 
and 40 miles to buy farm im- 
plements not subject to a city 
sales tax. 

Dealers located in cities and 
towns which have not yet 
adopted city sales taxes should 
carefully weigh the implica- 
tions of such a tax if and when 
one is proposed. 


DEALERS! 
EXTRA PROFITS 
FOR YOU 
WITH... 


| 


PLANDRIT 


ee) hy ag 2 


MOST PRACTICAL 
PLAN SERVICE 
EVER 


Each kit contains actual full scale BLUE- 
PRINTS of a selected Plandrite Home 
15 Different Plandrite House Plans to 
choose from 


Homes range from $10,000 to $35,000 
in price 


Selling price for each kit—$10.00 
—Dealer's profit—$4.00 


You'll sell more homes—more materials for 
these homes—and make a substantial profit 
on each one when you offer your customers 
Plandrite House plan kits. 

Each kit contains an architect's rendering .of 
the house, a floor plan layout—and the 
complete working BLUEPRINTS. 


And there are |5 different Plandrite Homes 
from which your customers can choose. 


Start today. Discover what a real help these 
Plandrite plans are to you and your cus- 
tomers—and the extra profits you make. 


WRITE 
TODAY 


Plandrite Homes, Inc. 
1600 Long Valley, Glenview, Illinois 


1 Send us ONE Sample Plandrite Kit for 
$6.00 


Please fill in: 
Price range of house 


Style of house 
No. of rooms in house 


O Send us more complete information. 
Enclosed is aur check for $ 


Company 
Address 





YOUR PROFIT-MAKING FORUM 


Big sales or big losses 

Many dealers go to great expense and trouble to give 
fine service but lose good customers and money be- 
cause of the way in which they offer that service. 
Take, for example, the dealer who offers A-1 planning 
service but rarely advertises it. Unless his customers 
happen to drop in for something else or hear about it 
from a neighbor, most of them cannot profit from this 
service no matter how fine it is! 

Another example is the dealer who “can’t be 
bothered” with thinking about advertising—publicizes 
anything he feels like instead of what the public wants 
most to hear about. The biggest successes are built 
not only on giving customers what they want but 
making it sound like what they want! 


. . » what people want most 

Right now, there are two things people want to 
know more than anything else in making any pur- 
chase. First and foremost, “How much will it cost 
me?” and second, “Can I safely afford it?” 

To offer expert financing service without advertising 
it widely and often, is to lose many a good customer 
and prospect. Because many families today are con- 
vinced that prices are way out of line—will neither 
consent to see salesmen nor make inquiries of their 
own until they have some assurance that they can 
afford to talk business! The best way to give people 
what they want most today is to reassure them con- 
stantly through weekly newspaper advertising that 
they can afford to modernize and build—and give con- 
crete illustrations to prove it. 

To advertise financing service without giving specific 
examples of your terms for the average roofing or 
remodeling job, is of little value. Because it leaves the 
prospect exactly where he was before. He still has no 
idea of what the job might cost or if he can afford it 
out-of-income. Far from being reassured, he jumps 
to the conclusion that your monthly payment plan 
must be too steep for him—otherwise you would not 
be afraid to mention what your terms are. 

Also, remember we are living in the most price- 
conscious era we have ever known. And even in buy- 
ing items like butter and meat, hats and coats, 
towels and tablecloths, the two things people want to 


know most are, “How much is it?” and “Can I afford 
it?” 


. . . record breaking sales 

Next to having the first baby, probably the most 
world-shaking event, to young couples, is remodeling 
or building their own home. Let’s take a look at these 
young couples and see how you can win more and 
more of them to your yard—make lifelong customers 
of them. 

The yard that’s out to break sales records in this 
market must allow for two things. First, no one takes 
things harder than younger married people. Problems, 
worries and decisions older people take in their stride 
are of the deepest import to these youngsters. 

Therefore, all advertising and selling designed to 


by Norm Advertising, Inc., New York, N. Y. 
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reach this group must never underestimate, never 
minimize doubts and questions that seem less im- 
portant to the rest of us. Instead, unusual care must 
be taken to search out these problems, questions and 
doubts peculiar to young people. And in all your 
advertising and selling, the most genuine understand- 
ing and concern must be shown for these things, if 
ypu are to sell them. 

Second, no group knows less about building and 
modernization—feels more insecure about making (e- 
cisions and business arrangements. And no group 
feels more uneasy about undertaking major invest- 
ments of any kind. 


. . . doing it the easy way 

Most young people would give anything to remodel 
or build so don’t make the mistake so many dealers 
do of running straight product copy and product pro- 
motions. If you really want to corner this market, 
the quickest, easiest way is by making confidence- 
building your No. 1 job! Building up confidence in 
your staff, in your advice to younger, inexperienced 
couples and in your ways of doing business. Here are 
two practical, easy ways to give these young home- 
makers unusual confidence in your organization. 

In advertising, publicity and selling, make this one 
of your biggest campaign themes: “The yard young 
couples can turn to with confidence.” Use it as a slogan 
on truck and display posters—across the bottom of all 
your newspaper ads and on letterheads. And back it 
up often with publicity and newspaper ads that show 
what you are doing for young couples and prove your 
point. 

Second, advertise and promote your One-Stop Serv- 
ice to the hilt . . . in other words, “Building and 
modernizing the easy way.” Here is an ad that breaks 
down the sense of insecurity that prevents so many 
young people from coming in for advice: 


“Young Couples .. . Save Costly Mistakes! 
“Why make separate arrangements with 10 different 
people and 10 different companies to remodel or build? — 
We can save you costly mistakes by making complete 
arrangements with people we can vouch for! For month- 
ly payments, all architectural planning, trustworthy 
specifications, quality materials and reliable contracting, 
see us. Remodel and build the easy way, with our One- 
Stop Service. Saves time, worry, money. Stop in today. 


. . . success secret 

You'll have a much bigger following of young 
couples than your competitors if you keep two other 
points in mind. No group is more self-concerned or 
self-interested than younger marrieds with growins 
families. Therefore, general advertising and publicity 
has little appeal for them. To reach and attract large 
numbers of this group, copy must be strongly slanted 
toward them. Written very specifically around the 
hopes, desires and needs of inexperienced youn: 
couples. And primarily concerned with the problems, 
doubts and worries that beset young families. 

Remember, too, that few groups are more catered tu 
by other advertisers and merchants. This means that 
if you are to compete for their attention and business 
your advertising and selling must be equally special- 
ized in its appeals and selling tone — its content and 
interest. 
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Exterior 


PONDEROSA PINE ‘Birch and Gum 


Flush Doors 


DOUGLAS FIR ea 


turnover. Maximum 


“hy 
REDWOOD pot 


In a nutshell that is the 
sales story of Artcraft 


e LUMBER Flush Doors — PLUS 


quality. 


flush door construction — the result of over 20 years of 
WROlLe) Ie flush door manufacturing experience. 


Send For This Catalog 


- See for yourself the beauty of the 
Artcraft line, its completeness, _ its 
Fst sound construction. For durability, 
Ww WS door is made with solid core. Stur y 
gyitnits W kiln dried Sugar Pine frame. 4” 
Sugar Pine slats spaced at 11/2” in- 
tervals. Stiles are Sugar Pine—11/2” 
both sides. Lock blocks 3’’x30’’ on 
both sides are Sugar Pine. Top and 
bottom rails are 3’’ Sugar Pine. Faces 
are selected Birch or Gum, grade 
“A”, water resisting Ye’ plywood. 


e LWORK | 
MIL Made in the furniture capital of America by skilled 
. fet Craftsmen with many years’ experience working with 
MOLDIN wood, Artcraft Flush Doors are truly fine quality doors — 
SIDI at comparatively low cost — the last word in modern 
@ 
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MICHIGAN DOOR CO. 


MANUFACTURERS 
330 Franklin St., S.W., Grand Rapids 9, Mich. 


4 8 S. Michigan Ave.,- Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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Exterior and Interior Flush Doors 
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WHAT’S NEW 





SEND FOR THESE: 


Plaswood, the Better Base for Lin- 
oleum, Asphalt and Rubber Tile, titles 
a descriptive folder available from 
Souhegan Mills, Inc. Plaswood is 
about equal to maple in hardness; 650 
p.s.i. will cause a compression of 
approximately .050”. It assumes nor- 
mal thickness upon removal of pres- 
sure. The manufacturer’s folder lists 
these five features of Plaswood: 1) 
Strong—holds nails—withstands ter- 
rific pressure;'2) Smooth—a good sur- 
face to facilitate application of adhe- 
sive; 3) Stable—has high degree of 
resistance to dimensional change and 
warping due to humidity and temper- 
ature changes; 4) Easy to use—read- 
ily sawed and nailed—comes in handy 
size panels; 5) Economical—costs less 
than other commonly used underlay- 
ments. For copy of folder write Sou- 
hegan Mills, Inc., Dept. AL, Wilton, 
N. H. 


A new line of Self-Priming Centrif- 
ugal Pumps ranges in size from the 
small 142” Model 4M Pump up to 
the 6” Model 90M Pump. Capacities 
of these sizes range from 4,000 gal- 
lons per hour up to 90,000 gallons 
per hour. The new Rex Pump is 
designed for easy and inexpensive 
replacement of wearing parts The 
patented high carbon steel air peeler 
and the open type impeller assure 
maximum water handling ability. An 
outstanding feature of the new Rex 
Pump is the Impeller Shaft Seal 
which is never subjected to pumping 
pressure with the result that consid- 
erably longer Seal life and more 
trouble-free pump operation is ob- 
tained. For descriptive catalog write 
Chain Belt Company, Dept. AL, 1600 
W. Bruce St., Milwaukee 4, Wis. 


A 26-point lubrication chart is avail- 
able covering eight Hyster industrial 
truck models. Folding into a pocket- 
size handy reference, the chart num- 
bers all service points of the eight 
models, tells when they should be 
serviced, and recommends certain types 
of oils and greases. Equipment chart- 
ed comprises the Hyster-Salsbury Tur- 
ret Truck power unit, the Hyster 20, 
40, 75 and 150 fork lift trucks, Karry 
Krane, and M3 and MH8 Straddle 
Trucks. For Form 1102 write Hyster 
Company, Dept. AL, 2902 N. E. 
Clackamas St., Portland 8, Ore. 


To assist farmers who are planning 
to construct temporary silos, The 
Sisalkraft Co. has published an in- 
formative folder that gives step-by- 
step instructions on the building of 
such silos for corn or grass silage. 
The 10 steps illustrated in the folder 
show exactly how such silos can be 
built, using either welded wire or 
wood-slat fencing lined with Sisal- 
kraft... the cost of such silos is 
surprisingly small. Included in the 
folder is a handy chart showing sizes 
and capacities of temporary silos 
ranging from 16 tons to 100 tons. 
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Products .... Sales Aids... . Literature 


The exact amount of Sisalkraft and 
fencing for silos of any desired capac- 
ity is indicated in the chart. Prop- 
erly built, the literature points out, 
Sisalkraft temporary silos have helped 
farmers for more than a quarter cen- 
tury to save money on feed. The 
folder also shows how Sisalkraft can 
be used for Trench Silos, Haystack 
Covers, Silo-Door Seals and _ Silo 
Caps, barn and shed liners, machinery 
covers, and other farm uses, including 
its use as building paper. For copy 
write The Sisalkraft Co., Dept. AL, 
205 W. Wacker Drive, Chicago 6, 
Ill. 


Store Arrangement is a worthwhile 
booklet for every dealer to read. 
Available from The National Cash 
Register Company, it ties in closely 
with the advisory services maintained 
free of charge by the firm’s Merchant 
Service Department. Purpose of this 
department is to help businessmen in 
every possible way. The Store Ar- 
rangement booklet offers sound basic 
principles for the operation of suc- 
cessful merchandising. Modern Ar- 
rangement, Traffic Circulation, Cre- 
ating the Buying Impulse, Customer 
Buying Habits, Controlling Customer 
Buying Habits, and Pleasing the Cus- 
tomer, are some of the topics dis- 
cussed. Suggestions from the Mer- 
chant Service Department are adapted 
as nearly as possible to each indi- 
vidual business. Write Merchants 
Service, The National Cash Register 
Company, Dept. AL, Dayton 9, Ohio. 


A new 8-page brochure, 8% x 11, 
with illustrations, describes the use 
of Permalite aggregates in concrete, 
as a lightweight insulating roof fill. 
Various features of Permalite/con- 
crete are described. The brochure 
reports that Permalite/concrete has 
no equal to match its combination of 
excellent insulating properties, fire 
resisting qualities, lightweight qual- 
ities, strength and economical final 
cost-in-place. Also included are vari- 
ous mix designs as well as other 
technical data. For the convenience 
of architects in specifying a light- 
weight Permalite/concrete roof fill, a 
typical specification is included. Write 
Great Lakes Carbon Corporation, 
Dept. AL, Building Product Sales, 18 
E. 48th St., New York 17, N. Y. 


Vitroplast is a newly developed 
light colored synthetic resin cement 
which is resistant to many acids, sol- 
vents, greases and oxidizing agents 
such as sodium hypochlorite and 
chlorine dioxide. Unlike other resin 
cements, Vitroplast sets hard in con- 
tact with concrete and metals and 
exhibits excellent adhesion proper- 
ties for the jointing of brick and tile 
and adhering glass, concrete, metal 
and other materials. Bulletin 5-30E 
gives complete details on this new 
product. Write The Atlas Mineral 
Products Company, Dept. AL, Mertz- 
town, Pa. 
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New Handbook 


“Management By Exception,” 
Remington Rand’s new handbook, 
describes a method whereby Man- 
agement Men can conserve the time 
and talent they are now obliged to 
lavish on detail and routine opera- 
tions. The pamphlet features the 
fast and up to date simplicity of 
Kardex Visible Files, which enable 
the progressive businessman to 
keep a visual chart of his business 
position at his fingertips. Spot- 
lighted for action in the book are 
basic features of Kardex as it is ap- 
plied to production control. Signals 
note release dates for purchase of 
additional stocks, so that the pre- 
planned purchases may coordinate 
into the finished item without in- 
terruption of production. Full visi- 
bility of the signals prevents over- 
sights and costly delays, and facts 
are available with maximum ac- 
curacy and minimum effort. The 
same control can be applied to in- 
ventory, personnel and sales facts. 
Write for KD 613 to Management 
Controls Division, Remington Rand, 
Inc., Room 1129, 315 Fourth Ave., 
New York 10, N. Y. 











Fireplaces, Electric Firelogs 

The Rustic Crafts Co., Inc., is 
manufacturing an _ interesting 
group of fireplaces. Mantels are 
modern or traditional in styling 
with appropriate electric firelogs. 
There are several finishes: mahog- 
any, walnut, white, gold on orna- 
ments, maple or knotty pine. Fac- 
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You Sell The 


BEST 
When You Sell 


WATERLOX 


PRODUCTS 





e WATERLOX TRANSPARENT - 


This tung oil product has almost too many 
uses to be believable. As a surface sealer it 
penetrates into the pores of wood cement and 
metal. Elastic at drastic temperature extremes, 
it is an ideal sealer for all surfaces. Does not 
crack or chip. 


An Excellent Finish For All Floors. 
Mix With Paints and Enamels For 
Sealing and Durability. 

Use For Moisture Control. 











e WATERLOX CEMENT FLOOR STAIN « 
Not a Paint! Not a Dye! A true Stain! 


It comes in six colorful shades and has a tung 
oil base. The real sealer decorative coating for 
cement floors, walls, showers, and similar sur- 
faces, 


Also, a fine, protective coating for metal tile 
and outside trim. 











— Other Waterlox Products — 
WATERLOX FINISH COAT 
WATERLOX WEATHER FINISH 
WATERLOX WATER REPELLENT 


Write For Details On These and Other Items 


WATERLOX 


DIVISION OF 
The Empire Varnish Co. 
2636 E. 76th St. Cleveland 4, Ohio 
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Larch lumber as manufactured by member 
mills of the Western Pine Association, is be- 
coming more and more popular. Everywhere 
wholesalers, dealers and builders are finding 
Larch profitable to handle, easy to sell and 
excellent to use. 

Larch is one of the strongest and most 
durable of the soft woods. Its uses range from 
bridge timbers to paneling and fine cabinet 
work. All kinds of paints and stains can be 
successfully applied to Larch with pleasing 
results. You can stock and recommend Larch 
with confidence. 


For more information about Larch 
send for the free illustrated 52-page 
book. Address 


WESTERN PINE ASSOCIATION 
Yeon Building + Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, ‘ 
WESTERN PINES | Ponderosa Pine, Sugar Pine 


THESE ARE THE | Larch, Douglas Fir, White 
ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 





Pt ie WELL MANUFACTURED ‘¥ 


i umn # covoravo 


dagen THOROUGHLY SEASONED ¢ 
; ARIZONA NEW MEXICO CAREFULLY GRADED ’ 
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ings include simulated marble col- 
ors in verdi green, breche rose, 
black and gold or red brick. Size: 
52” long—42” high—111%4” deep, 
outside measurements. Model 1010 
illustrated, is white and walnut 
finish; also comes in all white or 
all walnut. Firelog is No. 260; 
hearth—black. A descriptive folder 
pictures 10 fireplaces, also a knotty 
pine bar with shelf in back. For 
copy of folder with price list write 
The Rustic Crafts Co., Inc., Dept. 
AL, 29 Humphrey St., Englewood, 
N. J. 


Foam Glass Sanding Block 


The new foam glass sanding 
block made by Kwiksand, Inc., is 
said to cut faster, leave smoother 
finish. Having an extremely abra- 
sive cutting surface, Kwiksand re- 
quires very light pressure, no 
scrubbing. As it slides over irregu- 
lar surfaces, such as moldings, it 
conforms to irregularities, making 
it possible to sand entire surface 
evenly and in a single operation. 
Each block has coarse and fine cut- 
ting surface. As block wears down, 
it continues to offer fresh surface 
until entire block is used. Foam 
glass composition is sharp enough 
to cut through blisters and feather 
paint. Not affected by dampness, 
Kwiksand may be stored without 
harm, never need be thrown away. 
Write Kwiksand, Inc., Dept. AL, 
Rochester, N. Y. 





Plug-in Strip 
_ Award-winning “Plug-in” Strip, 
introduced by National Electric 
Products Corporation, provides safe 
grounding for electrical appliances 
and equipment. Insert shows the 
medallion—one of 10 given in the 
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annual Lewis & Conger Home Safe- 
ty Award Contest for 1951 —in 
which Grounding “Plug-in” Strip 
was selected for “its effectiveness 
in preventing a common cause of 
accidents in the home, simplicity 
of use, and reasonable price.” 
Award competition was open to a 
field of more than 5,000 manufac- 
turers of home products. The 
board of judges announced the 
new CF2-G Grounding “Plug-in” 
Strip one of the greatest advances 
made by the electrical industry to- 
ward providing complete electrical 
safety in the home. Through its 
use, home electrical equipment may 
be properly grounded thus result- 
ing in reduced fire, life and casu- 
alty hazards. The strip provides 
convenience outlets every six or 
eighteen inches. Write National 


Electric Products Corporation, 
Dept. AL, Chamber of Commerce 
Building, Pittsburgh 19, Pa. 
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Cor-O-Pel 


A clear silicone base water ana 
stain repellent for porous or semi- 
porous masonry and mortar joints 
has been developed by the Con-Cor 


Paint Company. The _ repellent, 
trade named Cor-O-Pel, penetrates 
the surface to more than 1% inch, 
the manufacturer reports, and 
leaves the surface non-glossy and 
unchanged in color or texture. 
Cor-O-Pel is said to effectively 
prevent the entry of water or stain 


into the masonry and the appear- ~ 


ance of unsightly efflorescence on 
the exterior surface. The material 


may be applied with a spray gun-' 


or with a brush, and a single 
application is all that is needed. 
Due to its one application feature, 
Cor-O-Pel saves in material and 
labor costs. It may be applied at 
any temperature. 

Accelerated weather tests in the 
factory have shown Cor-O-Pel to 
be effective for more than 10 years 
after proper application. The manu- 
facturer does not recommend this 
product for below-grade applica- 
tion. Write Con-Cor Paint Com- 
pany, Dept. AL, 4550 Main St., 
Kansas City, Mo. 








Stanley Hand Drill 


Stanley’s new “100 Plus” No. 
610 Hand Drill bores larger holes 
more easily to full 14” capacity in 
hardwood or metal. The smoother 
action is reportedly the result of a 
higher spindle torque. Drill is 
equipped with solid cast iron speed 
gear and two steel pinions with 
machine-cut teeth; ball bearings on 
the spindle carry the drilling pres- 
sure. Gears are totally enclosed and 
protected from dust by light weight 
aluminum housing which also keeps 
hands and clothing from catching. 
Drill is mischief-proof with al] 
parts locked in place—no parts to 
lose, no pinched fingers. The pro- 
tected jaw spring chuck affords 
positive jaw action through con- 
cealed springs that hook into the 
jaws of the new 4” chuck. Drill 
point cannot jam or bend springs. 
The Stanley No. 610 Hand Drill is 
compact and lightweight—ideal for 
close-quarter work. Write Stanley 
Tools, Dept. AL, New Britain, Conn. 





A new type clear synthetic seale) 


~that dries quickly but will not blush 


or bloom, can be used both as : 
sealer and finishing coat, Tri-Kot: 
is said to be extremely durable and 
resistant to alcohol, alkalies and 
water without spotting or white- 
marking. It will dry in 30 to 45 
minutes, according to tests, and 
one coat, applied by spray, brush 
or dipping, is equal to two or more 


coats of lacquer on floors, furni- 
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RED CEDAR CLOSET LINING 
PROMPT SHIPMENT 


Dependable, uniform quality. Full 3/8” thick, 21/2”, 31/2” and 41/2” 
widths, center-matched and end-matched. Use either side. Packed in 
heavy kraft paper and taped to insure easy handling, random lengths 
nested in 8’ bundles—40 board feet to the bundle. When desired, shipped 


IN MIXED CARS WITH 


oe Solid White Ash Paneling Solid Philippine Mahogany Paneling 
RED CEDAR 1 Solid Red Cypress Paneling Kiln Dried Yellow Pine Shed Stock 
= ; Write for Aromatic Red Cedar folder. 


“It's Quality That Counts” 


Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 Phone 2-3642 Jacksonville, Florida 

































































SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington (2 Se, 
SALES OFFICES: Minneapolis, Minnesota; Chicago, wD 
nS 


Illinois; New York City, N.Y. 


HARBORS LUMBER COMPANY 


Aberdeen, Washington 





Manufacturers and Distributors of all 


COAST WOODS AND SHINGLES 











BRIGHT 


Pecan « Oak 


\NO Hone 


Cesoons 
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ture of woodwork. Floor-Plate, a 
tough hard-wearing ‘finishing coat, 
also manufactured ‘by Premier, is 
being successfully used in conjunc- 
tion with Tri-Kote sealer for in- 
definite wear in industrial as well 
as home uses. Write Premier Labo- 
ratories, Dept. AL, 304 South 23rd 
St., Birmingham, Ala. 


Coral Blend Roofing Shingles 


Celotex announces the addition 
of another color to its varied line 
of Triple-Sealed asphalt roofing 
shingles. The new color is Coral 
Blend, created in the Celotex Cali- 
fornia plant and introduced on the 


west coast market last year. The 
warm, glowing tone produced by 
blending of pastel corals and grays 
met with such favor in the west 
that it was decided to manufacture 
it at all other Celotex plants. This 
exclusive new Coral Blend is in line 
with today’s consumer preference 
for lighter roofing colors, making 
possible harmonizing exterior color 
schemes that cannot be attained 
with ordinary blends. Other Celo- 
tex pastel blend shingles are Silver 
Blue, Pacific Gray and Gray Slate. 
The complete line includes a variety 
of darker blends and solid colors. 
Write the Celotex Corporation, 
Dept. AL-4, 120 South La Salle St., 
Chicago 3, Ill. 





NOT JUST PINE... BUT... 


OZAN:". 


Nothing has been overlooked 
to insure the in-bred quality that 
has made OZAN PINE famous. 
Your builder customers will ap- 
preciate the difference. 


You will be proud to sell OZAN 
Arkansas Soft PINE. It looks 
good and feels good, because it 
is bright and clean, has a nice 


soft texture, and is precision fin- 
ished. 


All OZAN PINE is 100% kiln 








LUMBER WITH £22 QUALITY 


OZAN LUMBER COQ, PRESCOLLLARKANSAS 


; PINE 































































dried in the rough and is kept 
completely under cover from the 
time it leaves the kiln until it is 
properly loaded in the box car. 


OZAN PINE is graded in strict 
accordance with Southern Pine 
Inspection Bureau Standards to 
insure top uniform quality. 


For lumber with PLUS quality 


make your next order OZAN 
Arkansas Soft PINE. 


SAWING WOOD SINCE 1891 












Kling Felt 

Kling Felt is a new reinforced 
felt with a pressure-sensitive adhe- 
sive back. The new felt product does 
not require a paper or other separa- 
tion material between layers and, 
as a consequence, can be applied 
very rapidly. Uses include rattle 
and squeak deadening; sealing 
against dust, wind, fumes and for- 
eign materials; as a thermal in- 
sulator; for vibration and shock 
cushioning in fragile crating and on 
machinery; for scratch protection 
and many other protective appli- 
cations. Kling Felt’s  pressure- 
sensitive adhesive back eliminates 
the need for gluing or tying. Finger 
pressure will make it stay put on 
overhead and vertical positions un- 
til forcibly removed. Kling Felt is 
available in rolls from 14” to 66” 
wide and in the following thick- 
nesses: 1/64”, 1/32”, 1/16” (100’ 
long); %” 50’ long); 4” (25’ 
long). It is also available as a cut 
gasket, die-cut to specifications. 
Both permanent installations and 
those where continued access is re- 
required, represent Kling Felt appli- 
cations, since it has adhesive on 
only one side. For new Kling Felt 
Engineering Folder No. KF 1000 
write Products Research Company, 
Dept. AL, 5426 San Fernando 
Road, Glendale 3, Calif. Jobber in- 
quiries are invited. 


























New Wall Covering 


This newly-developed wall cover- 
ing that features an alkali-resistant 
paint and a new and exclusive Neo- 
Felt backing will be introduced by 
Sloane-Blabon at the 1951 Midyear 
Markets in Chicago. The company’s 
new wall covering features three 
shades of a single color to create a 
shadow-block effect which is accen- 
tuated by actual grooved mortar 
lines between the simulated ceramic 
tiles. It is produced in six different 
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colors that include: Cascade Blue; 
Carnival Red; Puritan Gray; Mel- 
lowglow Yellow; Pistachio Green 
(shown), all of which feature white 
mortar lines, and an overall Oyster 
White that is accentuated by dark 
mortar lines. Each pattern is avail- 
able in a 54-inch width. Write 
Sloane-Blabon Corporation, Dept. 
AL, 295 Fifth Ave., New York 16, 


Farm people who want to cut 
lumber from their own wood lot can 
solve their problem by hooking up 
portable power to this new circular 
bow saw. It can be easily trans- 
ported by car or light truck to re- 
mote parts of the farm and put into 
immediate action with the help of 
this Kohler 350-watt engine. Known 
as the K7-1, the engine develops 2 
horsepower and weighs but 38 
pounds. Power transference is ac- 
complished by use of a flexible 
shaft. Not only does this gasoline- 
powered engine provide plenty of 
portable power for distant loca- 
tions, but it’s a handy unit to have 
around the house, barn or tool shed 
when there’s hurry-up work to be 
done. Write Kohler Co., Dept. AL, 
Kohler, Wis. 


schools and other groups interested 
in seeing the entertaining and in- 
formative story of roofing, past and 
present. The movie is sponsored 
locally by the dealer himself, but 
the work of setting up equipment 
and showing the film is done by the 
U.S.G. Salesman. The local sponsor 
simply arranges a time and place 
for the meeting and invites his 
guests. In addition, United States 
Gypsum supplies descriptive fold- 
ers, newspaper ad mats, newspaper 
publicity stories, radio scripts, in- 
vitation letters and postcards, and 
other promotional material. The 
showings are free to local sponsors 
and their guests. Write United 
States Gypsum Co., Dept. AL-122, 


300 W. Adams St., Chicago 6, IIl. 





New Expendable Pallet 


The new Mead Expendable Pal- 
let is said to offer lowest cost, 
hence practical expendability, and 
light weight, for minimum ship- 
ping costs—but also provides ex- 
traordinary strength to withstand 
rugged handling and shipping re- 
quirements. This new type of 
pallet is made of the sturdiest type 
of Mead Chestnut Fibre Board, 
has a solid smooth deck, and is 
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Sealed against moisture, 
undercoated and 
enamel finished 


Properly nailed, 
screwed and 
glue blocked 


I-XL Kitchen Cabinets 


Give You More Sales Points 


Custom built 
Formica or 
linoleum tops 


Center drawer 
bearers. for 
easy opening 





Doors are _ finest 
lumber core plywood 


Result: You Can Sell More 
Kitchen Modernizing -Jobs 


Merit is just as important in swinging kitchen modernizing jobs your way as 
in selling anything else. All customers are influenced by value—and when 
it comes to built-in kitchen units you have the weight of merit on your side 
when you feature I-XL. 


Look at These Powerful Sales Features 


New style flush ends. Natural finish Birch or baked on white enamel. 130 
patterns to meet every kitchen need. Complete range of sizes from 12” to 
84” to fit any space. Only kiln dried hardwood used. Sealed against mois- 
ture. Single or double bowl sinks. Formica or linoleum tops. 


You Needn't Carry Big Stock 


I-XL prompt shipments permit you to fit your stock investment 
to your sales volume—so that you strive to get maximum turn- 
over on your investment. Just another reason why I-XL is more 
profitable for you to sell. 


Write today for the I-XL folder! 


THE I-XL FURNITURE CO., INC. 


Dept. 61-A 


jen Ma 2 Bum. 


Story of Modern Roofing Told 


One of the most unusual selling 
devices introduced into the roofing 
field is the Hollywood-produced 
natural color motion picture, “The 
Outside Story,” just released by 
United States Gypsum. It is de- 
signed to focus community atten- 
tion on USG Asphalt Roofing deal- 
ers and to help them build sales 
volume in re-roofing as well as new 
roofing. Dealers can sponsor the 
free showings for clubs, churches, 








Goshen, Indiana 
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produced especially for meeting 
the exacting requirements of pal- 
let handling, packing and shipping. 
It has wood supports or legs, which 
have many advantages—including 
vastly increased support for heavy 
loads; a tough double-nail bond 
between the chestnut fibre board 
and wood posts; resistance to 
moisture; and longer life. A com- 
plete engineering service is avail- 
able for consultation without 
charge on all expendable pallet 
problems. For instructive folder 
write Mead Board Sales, Inc., 
Dept. AL, 3347 Madison Road, Cin- 
cinnati 9, Ohio. 





Beal Speed Polisher 


Now tank or tube type vacuum 
cleaners can become floor, furniture 
and automobile polishers by attach- 
ing a Beal Speed Polisher. The 
polisher utilizes the stream of air 
from any standard tank or cannis- 
ter type vacuum cleaner to turn a 
turbine type mechanism—polishes 
floors with efficiency, said to be 
equal to many high-priced polish- 
ing machines. The polisher at- 
taches easily to the vacuum clean- 
er and takes only a minute to put on 
or remove. Not limited to one job, 
it can be used as a scrubber, clean- 
er, waxer, and can be detached for 
close-up work on furniture and 
automobiles. The design makes it 
possible to polish close to walls and 
corners. Rubber bumpers protect 
furniture and walls. The polisher 
has only two moving parts and 
grease-sealed ball bearings elim- 
inate oiling. Write Beal Speed 


Polisher, Inc., Dept. AL, 4707 S. E. 


17th Ave., Portland 2, Ore. 
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Aluminum Utility Conveyor 


The Fairfield Engineering Com- 
pany has recently placed on the 
market an all-aluminum Utility 
Conveyor. This is a multi-purpose 
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lightweight machine with an 8-inch 
rubber covered belt. It is of alumi- 
num construction throughout—the 
only steel used is for the shafting 
and anti-friction bearings. The belt 
speed is 350 F.P.M.—capacity 1 ton 
per minute on materials weighing 
approximately 50 Ibs. per cu. ft. 
The machine is equipped with a 
receiving hopper that can be at- 
tached to the boom at any one of 
several points, depending upon un- 
loading requirements. The machine 
is built in a 12 ft. length and 
weighs 180 lbs. complete with 114 
H.P. gasoline engine. Write the 
Fairfield Engineering Co., Dept. 
AL, Marion, Ohio. 


Micro-Cut Saw 


The Micro-Cut saw, a new, 
coarse-tooth, safety circular saw, 
eliminates the need for expensive 
sharpening equipment and permits 
easy resharpening by hand, accord- 
ing to the manufacturer. The cutting 
edge of the tooth is designed with 
a definite pattern which is easy to 
follow. As the stock is filed back 
on the cutting edge in resharpen- 
ing, a convenient gullet, which off- 
sets the cutting edge, can also be 
moved back—thus the original 
tooth pattern can be maintained 
after several sharpenings. The new 
Micro-Cut saw is designed for 
greater safety, reduced power cost, 
longer life, and maximum efficiency 
in all types of lumber and plywood 
sawing. The Micro-Cut saw is 
available with all standard bore 
sizes in 6, 7, 8, 10, 12, 14 and 16 
inch diameters. Write F. Heine- 
mann Saw & Mfg. Co., Dept. AL, 
Canton, Ohio. 
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Plastic Sand Plaster Paint 

Swirl Plastic Sand Plaster Paint 
is a semi-paste which dries into an 
attractive surface resembling the 
real sand finish plaster. This paint 
may be applied over plywood, wall 
board, plaster, wallpaper or any 
paintable surface. Its characteris- 
tics make it especially suitable for 
surfaces in extremely poor condi- 
tion such as badly cracked plaster 
walls. It is also very effective on 
dry wall construction either with 
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or without sealing. Only one coat 
is necessary in the majority of 
cases to provide a rich texture fin- 
ish. The paint is said to be a long 
lasting, durable wall base finish 
that can be washed repeatedly. It 
is easy to apply and brushes on 
just like any other paint... . Swirl 
design can be done with the same 
brush. A sponge applied to a Swirl 
surface while wet will achieve an 
interesting effect. Applied with a 
roller, Swirl gives a simple and 
regular pattern. Coverage is 100 
to 150 square feet per gallon de- 
pending on the texture of finish 
desired. Swirl is available in eight 
colors (including deep shades) and 
white. For samples and color card 
write E. H. Fischer, Incorporated, 
Dept. AL, 826 S. 18th St., St. 
Louis 3, Mo. 








Anco Pallet Truck 


Loading and unloading of bag 
materials is greatly facilitated with 
the Anco Pallet truck. As many 
as 12 sacks are placed on a pallet. 
The fulcrum action of the nose- 
plate wheels permits quick and 
easy rolling of the Anco noseplate 
under the pallet. A slight pull-back 
on the handles easily tilts the load 
into perfect-balance carrying posi- 
tion. Snag-free welded construc- 
tion prevents damage to materials. 
Users report a savings in time and 
effort-reducing trucking cosvs up to 
50%. Write Anthony Truck Com- 
pany, Dept. AL, P. O. Box 375, 
Paducah, Ky., who ship trucks on 
a 10 day free trial basis. 
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Low-Cost Portable 6!/," Saw 


A new electric portable circular 
saw is said to possess advantages 
found only in higher priced saws. 
The Ramsaw is equipped with a 614 
inch blade which allows for cutting 
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SHOW THEM 
to 
SELL THEM 


DISPLAY YOUR DOORS in 


revolving rack like this ie 
We furnish plans — you 

build rack. Write for 

"Revolving Display Plans." 

YOU CAN GET your exact 

DOOR size every time at 

AETNA PLYWOOD—your 

dependable door supplier. 

Aetna's inventory includes ild this revolving door rack 
over 70 different sizes of from free AETNA plans. 

Flush House Doors and 60 

different sizes of Birch Cupboard Doors! 
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@ BIRCH — Interior or Exterior 13"', 134'' Ask about our light Balsa 
solid door! 


@®RED OAK — (8 sizes) Hollow Core, Interior 134"' 


® PHILIPPINE MAHOGANY (Ribbon Striped Lauan) Hollow and 
Solid Core 13%'' and 1%" 


© FIR Paneled Doors — Interior and Exterior Grade A and B — 
panel and lights — 26 sizes 


© CUPBOARD DOORS — Birch: Flush type; 34"', G2S, over 50 sizes; 
lumber banded edge 4 sides 


Special size doors made to order by Aetna. Send your specifications. 


SEND FOR LITERATURE AND PRICES ON AETNAPLY DOORS 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Telephone: ARmitage 6-7100 
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TO BUILDERS 
PRAISE the Beauty 


USE OUR 
MIXED CAR 
SERVICE 











W. T. SMITB.LUMBER CoO. 


CHAPMAN ‘ ALABAMA 


2INE AND HARDW 
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your customer ruins a costly piece of 


glass because you sold him an inferior 


glass cutter. 


Guard against this by stocking the 
brand preferred by professionals. The 
FLETCHER Glass Cutter is used in the 
leading glass factories and wherever 
dependable cutting is required. Be 


sure this trade mark appears on every 


on 
@ also behind the 8 ball if you 
don’t investigate the FLETCHER automatic 


glass cutting machine. An installation in 


carton. 





your store will enable your store clerks 
to cut glass with confidence to your cus- 
tomer’s exact requirements. Ask your 
jobber to explain this automatic device 


to you. 


THE FLETCHER-TERRY COMPANY 


518 SOUTH STREET - FORESTVILLE, CONNECTICUT 
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through 2-inch stock on a 45° angle. 
The *%4 HP motor is housed in a 
lightweight aluminum housing, 
placed at the left of the blade for 
perfect balance and easier cutting. 
A built-in bevel and depth adjust- 
ment are integral parts of the saw 
and they are easily adjusted and 
remain accurate. The Ramsaw fea- 
tures a plastic window in the guard 
which allows the user to see the line 
of cut at all times, in safety. An 
adjustable rip fence extends to 8 
inches for precision ripping. Safety 
trigger switch in the handle cuts 
off motor when the operator’s finger 
is removed from the switch. Lower 
safety guard covers the blade at all 
times and cannot become clogged 
with saw dust. Write Master- 


Taper Company, Dept. AL, 4531 N. 
Beacon St., Chicago 40, IIl. 
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Eagle-Picher Paints 
Two new ideas to aid in boosting 
paint sales are being offered this 
year by The Eagle-Picher Co. One 
is a line of interior paints in 
“most-wanted” colors as deter- 
mined by actual surveys of poten- 
tial consumers. The other, available 
to selected dealers who participate, 
is a set of giant color cards. These 
may be loaned out to show in ad- 
vance how colors will look on the 
walls of a room. In all, 40 colors 
will be available. Of these, 17 are 
ready to use from the can and the 
other 23 are simple intermixes of 
two colors, usually in equal parts. 
The new colors, the company an- 
nounced, are in the form of ready 
mixed paints that match or har- 
monize with hues that currently 
are most popular. Dealers who 
wish to do so may purchase, for 
less than cost, the giant color test 
albums made up of paint samples 
which are 14 by 19”, or 112 times 
as large as the ordinary paint chip. 
These may be displayed in deal- 
ers’ stores and also loaned out to 
painting contractors to demon- 
strate in customers’ own homes 
how new paint colors will look. 
Write The Eagle-Picher Co., Dept. 
AL, 900 American Bldg., Cincin- 
nati 1, Ohio. 
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Asbestos Cement Siding 

A new type of asbestos-cement 
siding, designed to add to the ex- 
terior beauty of homes through 
modern color styling, has been in- 
troduced by The Ruberoid Co. The 
new product, known as Color- 
Grained Asbestos Cement Siding, 
differs from ordinary forms of 
colored asbestos siding in that the 
general appearance of an outside 
wall is brightened and enlivened 
by a pleasing interplay of light and 
shadow. This effect has been 
achieved, according to the an- 
nouncement, through the develop- 
ment by the Ruberoid research 
organization of a unique manufac- 
turing process which creates an ac- 
centuated wood-grain texture that 
catches the light from differing 
angles and thus results in soft 
modulations of the basic color. The 
new material, which is adapted to 
home modernization as well as new 
construction, is presently available 
in four warm color tones—Rustic 
Brown, Birch Gray, Moss Green 
and Mission Ivory. Write The 
Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 18, N. Y. 




































































Dividers, Shelves, Adjustable 

These bin units have widespread 
application—flat storage, tool stor- 
age, box and small parts storage, 
and display of parts or small bulk 
or packaged items. Bin units are 3 
feet wide—1l foot deep—6%4% feet 
high. Dividers in all bins. are ad- 
justable horizontally every inch 
using Lyon Snap-ins—no nuts, 
bolts or tools required. Shelves 
are adjustable up and down every 
1144” where dividers are not used. 
Shelves are reversible to provide 
flat or bin type storage. Write 
Lyon Metal Products, Inc., Dept. 
AL, Aurora, IIl. 





GOOD CONTACT |. 


belted CNG OOS TERE. 
aL 


WALDRON PRODUCTS = ““Atenowts WALDRON 
CONSIN a 
esa men ae een 





Spring-Type Blades and Plugs 

Good contact in worn receptacles 
is assured by the double spring- 
type blades of the new Waldron 
Plug. The blades are “bowed out” 
in both directions to insure con- 
nection, regardless of where con- 
tact is located in the receptacle. 
Flexibility of the blades also pre- 
vents the plug dropping out of 
loose receptacles, but the plug does 
not pull out too hard in a tight 
receptacle. 
comparison with ordinary solid 
blades in the same worn receptacle. 
Waldron Company is now going 
into production of cord set plug 
ends, using the blades in plastic 
bodies with wires welded to the 
blades. The plastic bodies will be 
available in several colors and in 
sizes for lamp cords and heater 
cords. Write Laminated Metals 
Products Corp., Dept. AL, 9993 
Broadstreet, Detroit 4, Mich. 


Tilden Konkrete Kore Drills 

A new kit of Rotary Konkrete 
Kore Drills consists of six individ- 
ual drill bits. Three in the exclu- 
sive centerless type are sized: 
3/16” x 144” and 3%”; and three in 
the patented Kore type show the 
following size increments: 147’, 54” 
and 34”. They are packaged in a 
handy, roll-around plastic case with 
protective end flap and with fabric 
ties to secure the kit when not in 
use. The plastic carrying wrap- 
per not only protects drills from 
possible damage but widens the ap- 
plication and use value of these 
Kore-type concrete drill bits. There 
is no extra cost for the roll case 
when the Tilden drills are pur- 
chased in the new kit form. Write 
Tilden Tool Co., Dept. AL, 1995 
N. Fair Oaks, Pasadena, Calif. 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


» 
BROOM HANDLES 
GRADED SAWDUST 


s 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


* 
Members: M. F. M. A. WN. H. L.A. NL. H. & H. M.A, 


Oconto, WISCOnsin 





It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, ey 


MISSOURI 
BUILDING PRODUCTS MERCHANDISER 











Kingstiip Balances Sash, 


Fast and Economical 


Kingstrip is a combination sash balance and 
weatherstrip. It eliminates old fashioned pulleys, 
sash cords and weights. Protects against wind, 
rain, dirt and dust. Never requires oiling, paint- 
ing or maintenance. It’s made of a special self- 
protection, lifetime alloy. Ideal equipment for 
today’s and tomorrow's homes. 


Write today for samples and prices. 


PROTEX WEATHERSTRIP MANUFACTURING CO. 


4508 S. Western Ave. Chicago, Ill. 





NORTHERN 
WHITE PINE 


NORWAY 
PINE 


RAINY LAKE LUMBER CO. Ltd. 


Sales Office: 
202C Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathicu, Ltd., Rainy Lake, Ont. 














































This photo was taken the early part 
THE NEWS of May looking almost due north. 
U. S. Highway traverses the lower 
half of the picture in an east ard 
west direction. The plant consisting 
of sawmill, power house, fuel house, 
dry kilns, shop, and log pond are 
located north of the highway on the 
site of the firm’s old air-drying yard. 
A mountain of dirt had to be moved 
to make way for construction and 
building of a 14-acre log pond. 

The existing facilities south of the 
highway consisting of storage sheds, 
planing mill, box factory, and ship- 
ping dock have been completely mod- 
ernized. Lumber will be moved from 
the north portion of the plant to the 
south portion by means of an under- 
ground conveyor already built which 
tunnels under the State Highway. 

After the plant gets into operation 
this August, the company will be saw- 
ing almost the year round. The new 
sawmill and facilities at Camino will 
replace the company’s old mill at Pino 
Grande. 


NAMES IN 












Lumber Firm Organized 
in Hurtsboro, Ala. 


The Hurtsboro Lumber Company, 
Hurtsboro, Ala., was organized May 
1, 1951 and started business as a gen- 
eral partnership under the direction 
of A. B. Carroll, Sr., who will be 
assisted by LaFayette M. Carroll, 
Thomas M. Carroll, and A. B. Carroll, 






Yr. 
The Hurtsboro Lumber Company 


Michigan-California Sawmill wn 1 Facilities at Collen Calif. has purchased the entire inventory of 

lumber and machinery from the A. B. 
NEW PLANT under construction for Michigan-California Lumber Company, Carroll Lumber Company including 
Camino, Calif., manufacturers of Sugar and California Ponderosa Pine. Note sawmills and planing mills, and will 


extent of the lumber inventory at the right hand side of the picture. do a general lumber business. 








At ett ae SERVING LUMBERMEN 
_ CONVEY IT suce (G12 


ty 25, ee ire noe 
. Pat Sad the 
Cut handling costs — 
increase safety—reduce 
manual handling with 
anaes natmiees Eliminate e more than 80 branch claim offices 
those costly time wast- 


a in U.S. and Canada 
ing steps between cars, 


piles and storage LumbermensS GUL) UUW 


sheds. Let conveyors Operating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 
provide fas t, low-cost James S. Kemper, chairman H.G. Kemper, president © Mutual Insurance Building, Chicago 40 


and speedy handling 
of your products. 


af ; ahead cash dividends 








Get complete informa- 
tion today — write for 


Bulletin No. AL-61. i IN MIXED CARS WITH 


wn a yee KILN DRIED—YELLOW PINE 


General Offices: . — ° ° 
North St. Paul 9, Minnesota ‘ A Finish, Boards, Dimension, 


Ceiling, Siding 


GRAVITY & POWER 
CONVEYORS 





ALABAMA , 
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Dairymen See How Equipment Is Made 


Nearly 100 dairy- 
men and their 
wives participat- 
ing June 1 in an 
annual dairy 
tour sponsored by 
the Black Hawk 
County Extension 
service, visited 
the Clay Equip- 
ment  Corpora- 
on in Cedar 
‘alls, Ia. An in- 
eresting tour 
‘rough the fac- 
ory was con- 
jucted. After 
vatching the va- 
‘ious processes 
and operations 
iuvolved in mak- - 3 
ing stalls, stan- ba a 


rT |||| EAR 


DM wer 


chions, farm gates, and other equipment items, the group congregated in the 
display room where they inspected various finished items of equipment on 
exhibit. Short presentations were given by company personnel explaining the 
many types of barn cleaners on the market today and the desirable features 


of a milking parlor stall system. 


Penn-York Meeting 

The Penn-York Lumbermen’s Club 
held its June meeting on the 25th at 
the Penn-Wells Hotel in Wellsboro, 
Pa. Reports were given on the log 
sawing and chopping contest spon- 
sored by the club at the Pennsylvania 
Laurel Festival at Wellsboro, June 15. 
This Festival is an annual event 
which attracts approximately 100,000 
people. The Penn-York Club had a 
two-hour spot on the program. 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SELLS BETTER because 








STICKS AND STAYS pur 
a 


it WORKS BETTER. 
a nA < 


Most dealers report: (4 
“Our sales of Dur- \A 
as _ - _ 
ater Putty keep ‘ 
doubling, year after pt cea 
ear.” What’s more, > COMPANY 
urham’s Rock- ‘ Des Moines 4 
Hard Water Putty lowa 
gives you by far the J 
best profit-margin on 
any product of this &® 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or ¢ ip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


BUILDING Propucts MERCHANDISER 





President of American Lumber 


Finances Lite Tile Corp. 

Charles White, president of Amer- 
ican Lumber Mills and vice-president 
of the Johnson Lumber Company, Inc., 
has completed negotiations with Lite- 
Tite Corporation, Los Angeles, manu- 
facturers of Venetian blinds, for 
financing of the company up to $300,- 
000. 

Mr. White has said of Lite-Tite, 
“This is one of the most progressive 


. companies on the west coast. ... The 


Lite-Tite all-mechanical process for 
marking Venetian blinds has taken 
the blind industry out of the ‘hand- 
labor’ class and brought it up to the 
efficiency and economy of assembly- 
line industries.” 

Leon Heifetz has been appointed 
Lite-Tite’s merchandising and sales 
manager. Richard Vodra is_presi- 
dent; Secondo Guasti, one of the 
original founders of Lite-Tite, is vice- 
president of the company. 


Davidson Plywood Opens 


San Francisco Branch 

Opening of Northern California of- 
fices. and warehouse by Davidson Ply- 
wood & Lumber Company, Los An- 
geles, was announced this month. This 
new branch operating under the same 
firm name, is located at 1930 Carroll 
Ave. and Newhall, San Francisco 24, 
telephone Juniper 4-7239. Manager of 
the Davidson, San Francisco, opera- 
tion is Ralph Mannion, who has been 
in the plywood and lumber business 
in the Bay Area for the past 15 years. 

The new warehouse covers 20,000 
square feet of floor space, and includes 
excellent facilities for prompt loading 
of customer’s trucks. Products handled 
in this new branch will be the same as 
those carried in the Los Angeles ware- 
house. Such specialty items for lum- 
ber dealers as Etchwood, Sketchwood, 
Plyweave, Etchwall, Mengel doors, 
Panel doors, and Dino-Lite, will be 
featured as well as a complete line of 
Douglas fir plywood, pine plywood, 
redwood plywood, gum, birch, walnut, 
mahogany, oak, avodire and prima 
vera. 























BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload Shipments 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/2" to 34,". 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
3" and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum 14 & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Telephone—Midwest 4-3450-51-52-53 
Birmingham TWX 500 


Detroit Warehouse—Tel. TY 4-4095 
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The Only Gdjublobte 
Kost with Kingdook 


@ The All-Purpose Adjustable Post 
with greater Safety Features. 
Ring-Lock Adjustment guarantees 
equal load distribution. Made 
from Steel Pipe and Heavy Tub- 
ing. Easy to install. Economical 
to use. Attractively packaged for 
better merchandising. 





















































































































DISTRIBUTES 
100% LOAD 
ON FULL 
CIRCUMFERENCE 
























THREE SIZES 


A-1 ADJUSTS 5'53" - 814" 
A2 "= 316". 51g 
A-3 "= 2tgn . 3tgs 





Protex Furnishes Weatherstrip 


for Circle Top Window Job 

Protex Weatherstrip Mfg. Co., 4508 
So. Western Ave., Chicago, IIl., re- 
cently made good on its slogan, “Pro- 
tex Makes it,” by rolling special 
weatherstrip for a circle top window 
job at St. Vincent’s Hospital, Port- 
land, Ore. 

The special rolling job was under- 

taken by Protex at request of M. H. 
Blevens, president of Pioneer Insula- 
tion Co. at Portland, contractor for 
the ‘ob. 
_ The circle top window job resulted 
in two other Portland, Ore. jobs— 
Laurel Hurst School and Beach 
School. 


Builders Grade Changed 
to Standard Grade 


_ Builders Grade, the name for %4- 
inch thick Forest Board is being 
changed to Standard Grade, it is 
announced by Forest Fiber Products 
Company, Forest Grove, Ore. The 
change is being made to bring a uni- 
formity in product names. 

All untreated Forest Board is now 
called Standard Grade regardless of 
the thickness of the panel. The con- 
trolled manufacturing process which 
produces a uniform light color for 
the three thicknesses, %-inch, 3/16- 
inch and %4-inch, requires a uniform 
name for simplification. The name 
Standard Grade has applied to %- 
inch and 3/16-inch Forest Board 
since its introduction and it will now 
be applied to %4-inch. 


New Islip, L. I. Warehouse 

Whitbread’s Dealers Supply Co., 
main office, Long Beach, L. I., N. Y., 
has just opened a new distribution 
yard at Islip, L. I., N. Y., adjacent to 
the R. R. Station. The warehouse is 
specially designed and built for mod- 
ern, mechanized wholesale distribu- 
tion of lumber and specialties. 








































Send Your Inquiry 
Name 
Address 


City State 


KEEP FLOORS LEVEL AND SAFE 

















































Skid Load 

This skid load of Corten Steel fire- 
place dampers is what you are likely 
to bump into first, if you visit the 
Donley Bros. Cr. in Cleveland, Ohio. 
The dampers are being turned out as 
fast as steel conditions permit to 
meet dealer orders that still amount 
to a considerable backlog. Popular- 
ity of the Corten Steel damper grows 
steadily. Buyers who were wary of 
steel dampers because of experience 
with flimsy products have learned to 
respect the Donley Corten Steel prod- 
uct for corrosion resistance and sub- 
stantial fabrication. 

































































WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


‘Morrill & Sturgeon 
Lumber Co. 


YEON BLDG., PORTLAND, ORE. 











MORSTURG, 


Tes et of 





Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


814 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 
OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 3lst Year 




















J 
564 Market St., San Francisco 4, Cai. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 

THD C. A. MAUK LBR. CO., TOLEDO, ©. 


Joseph A. Adair Lumber Co. 


520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


Malin 6954 Riverside 4335 
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MAKING FINAL TESTS on new 
automatic “moistureless” electric 
clothes dryer. 


Testing "Moistureless"’ Dryer 

Engineering officials (above) of 
Hotpoint, Inc. give final stamp of 
approval before appliance begins roll- 
ing off mass-production assembly 
lines in expanded home-laundry fac- 
tory at Chicago. J. C. Sharp, vice- 
president, engineering (right) ob- 
serves dryers on test stand, while 
R. C. Sandin, design engineer, ex- 
plains eye appeal styling. J. L. An- 
drews, home laundry engineer, checks 
interior temperature with special 
equipment. Rear view of dryer (be- 
tween Sharp and Sandin) shows 
“heart of appliance”—water injection 
device that condenses moisture from 
clothes inside machine. 

With development of sealed-in ap- 
pliance that doesn’t give off moisture, 
heat, and lint in laundry room, Mr. 
Sharp believes last obstacle to dryer 
acceptance has been overcome, open- 
ing way for standardized mass pro- 
duction technique, with new features 
at savings for consumers. 


New Corporation Takes Over 
M. D. Greene Lumber Co. 


The retail business of the M. D. 
Greene Lumber Co., Auburn, N. Y., 
was recently taken over by a new 
corporation, the O. H. Greene Lum- 
ber Co. of Auburn. It is reported 
there will be little change in the 
actual operation of the business. 

C. P. Cronk, president of the firm 
since 1947 and up to his present re- 
tirement, attributes the successful 
progress of the company to its faith- 
ful and able employes, those now 
gone, and those who carry on. He 
also believes much of the success of 
this enterprise is due to the sup- 
pliers’ salesmen, many of whom have 
grown from inexperienced youths on 
their first trip, to gray-haired philo- 
sophie sages during the days of their 
calling on the M. D. Greene Lumber 
Co. 

According to a report of the Citi- 
zen Advertiser, Auburn’s newspaper, 
the city directories of Auburn for the 
years 1873 and 1874 list a lumber 
yard run by H. R. and C. W. Pom- 
eroy. It: was this yard built along 
the tracks of the New York Central 
Railroad, facing on, McMaster Street, 
\ ‘hich M. D. Greene and his father 
leased in April of 1884 and later pur- 
chased. 

In 1907 there arrived on the scene 

: young man, Joseph J. Drennen, who 
was to round out 40 years of service 
with the company becoming in 1938 
on the death of M. D. Greene, presi- 


BuiLtpINGc Propucts MERCHANDISER 


QUALITY LUMBER 
for 63 Years 


Winton's Sustained Yield Operation assures 
buyers today and in the future of a contin- 
uous supply of Winton Quality Lumber 
products. 


Start —_ Make Winton your source for 
quality, value and service. 


California Sugar Pine e@ Ponderosa Pine e 


Douglas Fir e Red Cedar e Western White 
Spruce 


Mouldings and Cut-to-Length Window 
and Door Trim 


SF esa Fe Uoodenek 


INTON LUMBER 
SALES CO. 


a 'Foshay Tower,, Minneapolis 2, Minnesota 








LOOKING FOR QUALITY OAK 
FLOORING? 


The Brand 
you want 
is 
| ' ; 


DAK ‘FLOORING 
CARPENTER OAK FLOORING Co. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 





P. O. Box 1449 Telephone 9-6147-8 


























dent until his death in 1947, at which 
time Corydon P. Cronk followed him 
as president. 

The new interests of the firm are 
associated with the Wilson & Greene 
Lumber Co. of Syracuse and Cort- 
land. Orville H. Greene is president. 


New Plant Construction 


Announced by Hachmeister 

H. A. Hachmeister, president of 
Hachmeister-Inc., has announced the 
construction of a new plant to be lo- 
cated on Island Avenue in Stowe 
Township. This is the latest step in 
the national expansion program of 
the firm. 

The present plant site in Pitts- 
burgh, occupied by Hachmeister-Inc. 
for many years, will be required for 
the completion of the new Penn-Pitt 
Parkway. 

The new plant in Stowe Township 
will have 80,000 square feet of floor 
space and will house the Food and 
Chemical Division of the company. 

The asphalt tile flooring division 
will be relocated to another new 
Hachmeister plant at Joliet, Ill. This 
new production point covers 110,000 
square feet of floor space on a 10 acre 
site. 

At present, Hachmeister-Inc. manu- 
facturing and distributing centers are 
located in California, Illinois, Ohio, 
New York and Pittsburgh. General 
and national sales offices will remain 
in Pittsburgh. 


WHAT'S YOUR ANSWER 
(continued from page 20) 

ing Doors” in its ad in this 
issue? 
7—What company is offering a 
book on store arrangement? 
8—What door and plywood dis- 
tributor in its ad in this issue 
offers free plans for building a 
revolving rack for displaying 
doors? 

9—How many bricks are 
handled on the pallet shown on 
Page 32: 3,500; 4,000; 4,500? 
10—What well-known Southern 
lumber manufacturer features 
its 50th anniversary in its ad in 
this issue? 
Answers on page 62. 














JONES 


HARDWOOD & PLYWOOD 











One of the West's Leading Hardwood Distributors 


The first indication of industry ob- 
served by Southern Pacific rail pas- 
sengers approaching San Francisco 
from the south is this new plant of 
the Jones Hardwood & Plywood Co. 
Located on a 3% acre tract—spur 
track served, this firm has been serv- 
ing northern California manufactur- 
ers and consumers of hardwoods for 
almost 30 years. The company is 
owned and operated by the ardent 
yachtsman, Nelson E. Jones, who 
started in the hardwood lumber busi- 
ness in 1912 and organized the present 
company in 1922. 

Mechanical handling facilities, dry 
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kiln and modern equipment affords 
100% efficiency of operation of this 
plant designed to serve industrial 
buyers, boat and shipyards. The cross 
circulation gas-fired dry kiln em- 
bodies the latest features in tempera- 
ture control, humidity control and 
forced draft circulation. The kiln has 
a capacity of 20,000 feet. 

Ed. T. Cryer recently joined the 
Jones Hardwood & Plywood Co. as 
general manager. Fred Seike became 
associated with the firm early in 1950 
and is now general superintendent 
and kiln operator. Evans is 


office manager and controller. 


pg 
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California Builder Uses Dura-Seal in 12,246 Windows 
















Williams & Burrows, Inc., large tract home builders of Burlingame, Calif., are 
using pre-fit window units, equipped with Dura-seal Combination Metal Weath- 
erstrip and Sash Balance, in their 96-home LaCumbre Park project in Santa 
Barbara. Photograph of this project shows these pre-fit window units in posi- 
tion during framing. Other Williams & Burrows’ projects in which Dura-seal 
was used include the Oxnard Tracts’ of 500 homes... 75 in Santa Paula, 100 
in Santa Maria and 119 in San Luis Obispo. 

Dura-seal can be installed in 6 minutes per window. It is used with standard 
sash and frames and requires no special machining. If the builder makes his 
own jambs, these can be made of No. 1 or No. 2 common lumber because they 
are completely covered with metal. Dura-seal also has built-in metal parting- 
stops: therefore no wood parting-stops are used and the jambs need not be 
dadoed. For details write Zegers, Incorporated, 8088 South Chicago Ave., Chi- 
cago 17, Ill. 
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REGISTERED 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 








Manufacturer and Distributor 






CALIFORNIA 
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SUPERIOR LUMBER 





GRADED AND MARKED BY 
SPIB LICENSED INSPECTORS 








After planing, Dargan lumber is graded and marked by a SPIB 
licensed inspector. Stock to be re-sawn is handled here, with a 
modern machine. Boards are removed, re-sawn, and again 
graded and checked. Nothing is left to chance in "Superior 
Dargan Lumber.” 


e FINISH 
e CEILING 
e SIDING 
e FLOORING 
e BOARDS 
e MOULDINGS 


Write Box 406-C today for 
lists, prices, and illustrated Inspection here catches stock 
literature. for re-sawing. 











DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill + Dry Kilns - Planing Mil CONWAY, S. C 











Reduce Delivery Costs 
and Speed up Deliveries 
with 


SINCE 1918 


Are 


Unload a Load 
at a time oe wows 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog and Prices 


The R=B COMPANY 


1921 Guinotte . 
KANSAS CITY 1, MO. 
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Pullman Sash Balances are better 

- more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 








THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Every Pullman Sash Balance is guaranteed against 
imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 
PULLA MANUFACTURING CORPORATION 
ROCHESTER 21, N.Y., U.S.A. 


SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 





Made Seuniy to Sell Soundly 
The name, “Soundbilt”, is your assurance of quality and 
satisfaction in buying Exterior or Interior Douglas Fir 
Plywood. 
“Soundbilt” is truly SOUNDLY-BUILT Plywood — made 
from selected old-growth peeler logs, in a plant laid out 
for efficient, economical production. 


Modern equipment, skilled workers and close supervision 
assure you the best of manufacture. Available in all 
standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 


























For Information on 






Caulking Compound 





Tile Cement 






Glazing Compound 
Putty 
Putty-Metal Sash 








Always refer to our ad on 
page 336 of your April 7, 
1951 Dealer Products File 
Issue of American Lumber- 
man & Building Products 
Merchandiser. 




















THE DICKS-PONTIUS CO. 
DAYTON, OHIO 


Alexandria, Va. 
Decatur, Ga. 




























YOU BRUSH IT ON 
LIKE PAINT! 


CEDAR-LUX 


is not an imitation. It is ac- 
tually pulverized, aromatic 
cedar wood. It contains all 
the oils and has the delight- 
ful fragrance of real cedar 
lumber and retains fragrance 
























































and protective properties in- 
definitely. CEDAR-LUX is 
packaged in 5 and 10 Ib. 
cans and 50 Ib. drums. The 
user. simply adds water to 
, desired consistency and ap- 
plies to inside of closets with 
paint brush, spray or trowel. Can be ap- 
plied over wallpaper, paint, wall boards, 
plaster or any smooth surface. A 5 ib. 
can will CEDAR-LUX the ordinary small 
closet and a 10 Ib. can will surface a 
large closet 


*% EVERY HOME A PROSPECT 
%& NATIONALLY ADVERTISED 
% FREE DEALER HELPS 
% BIG: PROFIT MARGIN 
Retail Prices: 5 Ib. can $6.95 
10 Ib. can $12.95 


WRITE FOR LITERATURE G DISCOUNTS 


CEDAR-LUX prooucts co. 


DEPT.AL-9, 703 Main St., Kansas City, Mo. 























































































































































COMPANIES ANNOUNCE 


Richard W. Pettersen has been ap- 
pointed field representative in the 
northwest including Idaho, Montana, 
Wyoming, Colorado and Utah for the 
Douglas Fir Plywood Association, Ta- 
coma, Wash. Mr. Pettersen, a special- 
ist in wood technology, last year 
received training in the research 
laboratory of Timber Engineering Co. 
in Washington, D. C., on a competi- 
tive scholarship offered by the Na- 
tional Lumber Manufacturer’s Asso- 
ciation. 


R. M. “Russ” Castell, well known 
lumber executive in Southern Cali- 
fornia, has assumed full direction of 
procurement and sales for his organi- 
zation, Russ Castell & Associates. 
Castell & Associates was established 
last year to specialize in the whole- 
sale procurement and distribution of 
lumber and allied materials serving 
the retail dealer and industrial user 
with offices and distribution yards lo- 
cated at 7159 Anaheim-Telegraph 
Road, Los Angeles. 


Souhegan Mills, Inc., Wilton, N. H., 
announces the appointment of Inter- 
state Roofing Supply Company, 288 
Nye Ave., Newark, N. J., as its dis- 
tributor of Plaswood board. Mr. Mer- 
rill, president of Interstate Roofing 
Supply Company, has taken on Plas- 
wood board as a complement to his 
— wholesale line of building sup- 
plies. 


James J. Ryan, 764 Parker Blvd., 
Kenmore, general commodity man- 
ager of National Gypsum Company, 
has been named president of Superior 
Metal Fabricating Company, Niles, 
Ohio. Mr. Ryan has been associated 
with the building materials industry 
for a quarter of a century and has 
been with National Gypsum for the 
past 17 years. 


Clyde “Pete” Kehne is manager of 
the Baltimore Office of Allied Build- 
ing Credits, Inc., nationwide finance 
concern with headquarters in Los 
Angeles. Mr. Kehne has had broad 
financing experience in the light con- 
struction industry. From 1949 to the 
present, he served in the Minneapolis 
Office of ABC. Prior to that he was 
associated, with the lumber industry 
through his own firm which special- 
ized in remodeling and modernizing 
homes. E. S. Egge, former manager 
of the Baltimore Office, has been 
transferred to his home state of Ala- 
bama. Here he will manage ABC’s 
newest office located in Birmingham. 


Phillips Building Products, Inc., on 
June 9 moved its headquarters from 
the Empire State Building—Room 
1326, New York, to new and larger 
quarters at 26 Sixth St., Stamford, 
Conn. 


Inland Steel Products Company, 
Milwaukee, manufacturer of steel 
building materials and consumer spe- 
cialties, recently named Paul S. 
Kempf manager of industrial rela- 
tions, according to an announcement 
by Neele E. Stearns, president. Mr. 
Kempf had been, since 1947, assistant 
to the Manager of Industrial Relations 
of Inland Steel Company, Chicago, of ” 
which the Milwaukee concern is a 
subsidiary. 








OBITUARIES 


WILFRED C. 
OWEN, president 
Detroit Steel 
Products Com- 
pany and associ- 
ated with that 
company for 37 
years, died June 
8, of a heart at- 
tack, while en- 
route to a Detroit 
hospital from his 
home at 168 First es 
St. in Romeo, following a brief illness, 
Mr. Owen entered the university at 
age 16 and graduated with high honors 
in mechanical engineering in 1914. He 
was a member of Phi Beta Kappa and 
Tau Beta Pi, National Honorary So- 
cieties. He joined Detroit Steel Prod- 
ducts Company in 1914 as assistant to 
the shop superintendent, Fenestra 
Window Division and was successively 
shop superintendent of the window 
division, shop superintendent Detroit 
Spring Division, general factory man- 
ager of all divisions, vice-president, 
director, executive vice-president, and 
then president of the company from 
1949 to date. 





E. CLINTON REEL, 69, veteran 
lumber dealer of Vincennes, Ind. died 
in the Good Samaritan Hospital June 
10, where he was taken following a 
heart attack. He had been engaged in 
the lumber business in Vincennes for 
51 years and was widely known in 
western Indiana and eastern Illinois. 
In 1921 Mr. Reel organized the Reel- 
Blue Lumber Company, which oper- 
ated yards in Vincennes, Lawrence- 
ville, [ll., Robinson, Ill., Hazelton, EI- 
nora, Washington, Petersburg, Elber- 
feld, Griffin and Indianapolis. 


STEWART SMYTHE, SR., 76, died 
in Philadelphia on June 11. He was 
stricken with a heart attack two 
weeks previously and suffered another 
attack a few hours before his death. 
Mr. Smythe was president of the 
Stewart Smythe Mahogany Co. of 
Philadelphia and a resident of that 
city for over 60 years. He was born 
in Scotland and came to this country 
alone and as an orphan at the age of 
12. He went to work for the old Vroo- 
man Mahogany Company when he 
was 14 years old. By the time he was 
25 years of age, he was in charge of 
the company’s tropical operations in 
Central America where he spent many 
years. About 1910 he became general 
manager of the company and on the 
death of Mr. Vrooman he bought the 
company which then became the Stew- 
art Smythe Mahogany Co. 


At his death he was the dean of the 
Mahogany industry both in age and 
experience. It was admitted widely 
that he was the Mahogany industry s 
greatest judge of Mahogany logs 
and lumber. For many years he also 
was one of the leading importers of 
Burma teak, supplying it as decking 
for many liners and warships. Mr’. 
Smythe was a present director and 
past president of the Mahogany As- 
sociation, member and past director 
of the National Hardwood Lumber 
Association. 
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AFFILIATED Cariton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
Kau INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Anavol yy, 








STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


GS 


ro THE GRISWOLD LUMBER Lo. o 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Dependable 
Values 


Prompt 
Shipment 

















RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 











Idaho White Pine Ponderosa Pine 
Douglas Fir 

White Fir 

Cedar 








Robin Hood is a brand of Oak Flooring that is making 
a name for itself. It is pleasing customers everywhere. 
Robin Hood Brand is well-manufactured from fine, soft- 
textured, kiln dried Oak stock. Graded in accordance 


with NOFMA exacting standards. Note the nail 
groove for easy laying. The center support assures a 
smooth, even floor. 


We are also wholesalers of Southern Yellow Pine, Hardwoods 


and Tidewater Red Cypress. Consult us on your requirements. 





<4 
LuMBER COMPANY 


Summerville, South Carolina 
Phone 8212-3 ©. Box 903 





ROBIN HOOD BRAND OAK FLODRING—> Manufactured by Meridian Wood Products 
Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 





Sole Distributors of Robin Hood Brand Oak Flooring 






















CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 









Write for free Lumber & Log Scale — Dept. A 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 


































HOW | HELP PEOPLE OWN A 
HOME OF THEIR OWN 


(continued from page 28) 





ing. Some buyers who are hes- 
itant to undertake the plumbing 
and electrical work swap labor 
with one or more of their ex- 
perienced neighbors. Customers 
who have done all of their work 
themselves give estimates of 
costs to complete varying from 
$1,000 to $1,500 depending on 
how they completed their work, 
how economically they bought 
their materials, etc. If a pros- 
pect is willing to work, Johnson- 
Campbell can help him to have 
a finished 414 room home with 
complete plumbing, hardwood 
floors, nice design, on a lot 75 x 
140 feet for less than $5,000. 
This is their answer to the pub- 
lic housing group who says that 
private industry can’t do it. 


After two and a half years 
of promoting this plan exten- 
sively, we have reached some 
very definite convictions on the 
subject—it is one of the best 





ways to build economy housing, 
most of the people who under- 
take to finish their own home 
with the sweat of their own 
brow won’t be interested in 
public housing and by catering 
to a neglected market you get 
a very profitable business. 





INVENTORY CONTROL 


(continued from page 40) 





purchased last month, or one 
year ago the same month, and 
what his current inventory is. 


“It gives us a month by month 
check on sales and inventory,” 
Mr. Pedrick said. “That way 
it’s easier to control our buying 
so we’re not short of stock, nor 
overloaded.” 


He watches this book closely 
and discusses with department 
heads amount of purchases de- 
pending on the activity of the 
department. Or he may gauge 
his advertising to bolster sales 
in some department. 


Too, Mr. Pedrick gets a good 





turnover picture from this sim- 
ple control method. He knows 
for example, by checking this 
ledger book, that lumber and 
roofing turn every 60 days. 
Paint, the control record indi- 
cates, has a turnover every 0 
days, and overall “store mer- 
chandise” every 120 days. 


Answers to 
“What's YOUR Answer?” 
STOP! Before reading these an- 
swers, look at the questions on page 
20. Test your own product and busi- 
ness knowledge. 
1—Knock-down type 
Page 38. 
2—-750 board feet. Concern is Veach- 
May-Wilson, Inc. Ad on Page 20, 
3—Helped. Page 26. 
4—Pittsburgh Plate Glass Co. Ad on 
Page 17. 
5—97,000. See Page 7. 
6—The Stanley Works. Ad on Page 


saw horses. 


13. 

7—National Cash Register Co. See 
Page 44. 

8—Aetna Plywood & Veneer Co. Ad 
on Page 51. 


9—4,000. See Page 32. 
10—Kirby Lumber Corp. Ad on Page 
ry. 














Low freight rate 





The SLIDE-A-FOLD 


Disappearing Attic Stairway 


A handy, practical and LOW COST 
way to reach the valuable storage 
space of the attic. 
COMPLETELY ASSEMBLED 
EASY TO INSTALL 


LOOKS GOOD 
WRITE SUPERIOR CONSTRUCTION 
FOR REQUIRES SMALL SPACE 


LOW IN COST! 


Shipping weight 65 lbs. 


CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 

















SUGAR 
PINE 






~ 


ALIFORNIA 


SUGAR & WESTERN 


~ PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern 


Selects and 
Shop 


California Ponderosa Pirie 
Mouldings and Cut Stock 
‘ r 

0.7" F ‘ pe a a oe ie . a, 2 2 








SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
































Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he vannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Ilinois 
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TWX EG-058 


SCHAECHER-KUX LUMBER CO. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


te, Me 


Phones: 5-2379—5-5141 


Speciatizing in 


CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 








AUTOMATIC 
Ga Vos 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIOS 


MICHIGAN 
DEPT 4 


» “J 
— 
*& 
ws 








Lumber Corp., Carlton, Ore. 
Manufacturers 


Douglas Fir : 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 














TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


SERVICE 


An Experienced Lumber Service 
That Knows the Producer's Prob- 


The Deep South” 
lems and the Buyer's Needs. : 


“tn the Heart of | 


C.E. KLUMB| 











BuILDING Propucts MERCHANDISER 


The Job at Hand... 


Lumber To Back Up Our Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 


THERE IS NO LET DOWN IN 

OUR QUALITY-PRECISION 

MANUFACTURE AND KILN 
DRYING 


The Ralph L. 


Lumber Company 


ANDERSON, CALIFORNIA 


Mills: Anderson and Canby, California 
Sales Office: Anderson, California 








All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 
PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 




















HTSEY & 
2} BROTHERS 


fa ® 
MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 














Classified 
Advertising 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. ' 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
wed. 
_ Terms — Cash With Order 
Minimum Charge $2.00 
Rates: f y 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
er used, regular line rate is charged. ie 
When answering box numbers or mailing 
copy for ads d@ddress them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clerk St., Chicago 2, Ill. 





HELP WANTED 





Wanted — Experienced millwork detailer and 
biller for old established Minnesota Millwork 
Company. Steady work and fine opportunit 

for advancement. State qualifications an 

salary in your application which will be kept 
confidential. Address Box L-52, American Lum- 
berman, Inc. 





Wanted—by Iowa Line Yard Company, Yard 
Auditor, fifty years or under. Experienced in 
all phases of Retail Lumber Business includ- 
ing Credits. Replies held confidential. Ad- 
dress Box M-50, American Lumberman, Inc. 





LUMBERMAN,. experienced in sales to con- 
tractors and industrials. Chicago. Perma- 
nent. Old established yard. Excellent — - 
tunity capable man. Address Box -45, 
American Lumberman, Inc. 








Manufacturer equipped with modern steel and 
concrete plant, large long life timber hold- 
ings, desires experienced salesmen with 
established trade sell exclusively long leaf 
Southern Pine and Penta Pressure treated 
lumber to yards and industrials Ohio, New 
York, Pennsylvania, New Jersey, and West 
Virginia, our rates being lower. Write fully 
giving full information and references in 
strict confidence. Address Box M-58, American 
Lumberman, Inc. 





Experienced hardware salesmen to sell our 
line of “Kwikset’’ hardware to lumber yards 
in Illinois, Michigan, Wisconsin, Indiana and 
Ohio. Excellent proposition. Call Nate Cash 
Lumber & Supply Company, 815 W. Grand 
Ave., Chicago. Telephone MOnroe 6-4847. 





aes ge a. — oe dry kiln operator, 
r wi andard Equipment. JOHN W. 
LEPERT LUMBER CO., Nelliston, New York. 





DRAFTSMAN 


Immediate opening for experienced millwork 
detailer and biller for special lumber mill- 
work plant. | Permanent job for man experi- 
enced in this work, who is sober, he thy. 
g to work, and cooperative. Employee 
benefits and good working conditions with 
~year old company, locally owned and man- 
aged. Write complete outline of ex erience 
= bmp Rm or oo to : Donald Lewis, 
3 ompany, P. O, 
Atlanta 1, Georgia. siiaies ~ 
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HELP WANTED 





BUSINESS WANTED 





WANTED — Combination draftsman and/or 
supervisor for gencon construction. Perma- 
nent sition—ideal working conditions—City 
of 13, population. Write stating qualifica- 
tions and availability. All replies confiden- 
tial. FOSTER L & CONSTRUCTION 
CO., Inc., Valparaiso, Indiana. 





SALESMAN WANTED 

Western Michigan territory, by large manu- 
facturer West Coast and Southern lumber. 
Liberal monthly salary and expenses plus 
profit-sharing asis. Only ca le expe- 
rienced man under 50 need apply. Excellent 
opportunity. Address Box N-22, American 
Lumberman, Inc. 





WANTED—Young man for Sales Assistant in 
factory plywood and door sales department. 
Must have sales ability and experience in 
sales or production. To call on trade in Mid- 
western States and spend some time in Chi- 
cago Office. Write or call Georgia-Pacific 
Plyweod Company, 332 South Michigan Ave., 
Chicago 4, Illinois. 





WANTED—Two experienced men for Whole- 
sale lumber office Pennsylvania and Ohio. 
Also Bookkeeper and Stenographers with 
lumber office experience and Fieldmen who 
can buy and inspect Railroad material. Ad- 
dress Box N-20, American Lumberman, Inc. 





SITUATIONS WANTED 


Position wanted as manager of a progressive 
retail building material organization. I will 
fully organize, reorganize or take complete 
charge of such an establishment. I will bear 
the most rigid investigation as to capabilities 
end character, and can furnish the highest 
type of references, 32 years of age, available 
immediately. Address Box M-28, American 
Lumberman, Inc. 


MANAGER—SUPERINTENDENT 
Desires connection in Spanish speaking coun- 
try. Have supervised dismantling, rebuild- 
ing and operating | ing and manufacturing 
employing 500 men. Have worked and under- 
stand Mexican labor. Prefer working interest 
as part salary. No ‘ert! status. Wife 
only. Both best health. Address Box M-39, 
American Lumberman, Inc. 











LUMBERMAN—Alert co-ordinator, young, 26 
years of diversified retail building materials 
experience, active, sales minded, Esprit de 
Corps.’” Now ompiore d. Salary $4992 per 
og Address Box M-52, American Lumber- 
man, Inc. 








WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank, 
trade and character references. Give {.!] 
particulars /which will be held strictly con- 
fidential. Write P. O. Box 1138, Dania, 
Florida. 





BUSINESS OPPORTUNITIES 





SAW MILL FOR SALE 


Central location— Quebec Province. 
New band mill. Capacity 5,000,000 
FBM per year. Special products. In- 
teresting. unusual, profitable propo- 
sition. All electric. Ample log supply, 
going concern. Box L-62, American 


Lumberman, Inc. 





SMALL ALBUQUERQUE YARD 
3-year lease——$110 month rent, $1,500 plus 
inventory. Possible buy complete assets 
around $13,000. Write or Wire 
Independent Lumber Company 
1413 North 4th Street 
Albuquerque, N. M 





For Sale—Complete unit of Saw Mill and 
Box Factory with logging equipment, trucks, 
etc. Ample timber supply. 

Product—Wooden boxes for New Jersey 
Commercial Fishing Industry. 

Address Box N-27, American Lumberman, Inc. 





WANTED TO BUY— 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H.’ DYER CO., INC. | 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 








Salesman with 20 years plus experience sell- 
ing hardwoods and softwoods to industries 
and industrial contractors in Chicago area. 
Address Box N-30, American Lumberman, Inc. 





Young man, with college degree, and grad- 
uate of National Hardwood Lumber Associa- 
tion ——— Training school seeks a posi- 
tion with a future. Address Box N-21, Ameri- 
can Lumberman, Inc. 





Available shortly—experienced and technically 
trained lumber man for yard and kiln super- 
vision, purchasing, or selling. Preferably in 
Grand Rapids or Western Michigan. Best of 
references. Write 4236 Hunsberger Ave., or 
phone 7-9485 Grand Rapids. Michigan. 





SALES REPRESENTATION 
WANTED 





LUMBER MILL CONNECTIONS WANTED ON 
COMMISSION BASIS. Wholesale Building 
Material Jobber of 26 years experience in 
Wisconsin and Upper Michigan to sell West- 
ern stock, also Southern Hardwoods, Yellow 
Pine and Hardwood — Address Box 
M-55, American Lumberman, Inc. 





SALES REPRESENTATION 
AVAILABLE 





Experienced lumber salesman, of all West 
Coast products, Yellow Pine and Southern 
Hardwoods, would like to make new con- 
nection. At present have more than eighty 
lumber customers in Northern Ohio and West- 
ern Pennsylvania. Prefer to represent com- 
pany operating own mills and would like to 
work on commission basis. If interested in 
securing a Ca¥ volume of this business write 
Box No. N-23, American Lumberman, Inc. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





USED MACHINERY WANTED 


Surplus Winches and Dozers for all type 
crawler tractors, any age or model. 
Evans — Mt. Sterling, Ky. 








WANTED TO BUY 
ONE Yates Endless Belt, 3-drum, Sander, 30 
to 50’°. Must be in good condition. For use 
with 440 volt, 3 phase, 60 cycle, current. 
Yawkey-Bissell Corporation 
White Lake, Wisconsin 





TIMBER & TIMBERLAND 
FOR SALE 





For Sale: A section of land in Marquette 
County, Michigan. Well timbered. Frontace 
on three lakes, streams, roads and two camp:. 
Address Box L-57, American Lumberman, Inc. 





For Sale: A section of second growth timber 
in Iron County, Michigan. About 60% mixed 
pine. Address Box N-29, American Lumber- 
man, Inc. 





MISCELLANEOUS—FOR SALE 











Advertising Yardsticks 


Basswood and Hardwood. Reasonable prices. 
prompt delivery. F. M. Mosedale Co., S'- 
on all Tl. 
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MISCELLANEOUS—FOR SALE 


BUSINESSES FOR SALE 





USED MACHINERY FOR SALE 





a * 30#, and 354 
eine 
For Dry Kilns 


or 
All track requirements 


MIDWEST STEEL CORPORATION 
Charleston 21, W. Va. 





Available prompt shipment Dry one or two 
cars Clear Redwood and Cypress any pattern 
Mouldings sizes 5/16 to 1%, thickness by 1% 
width finished. Address Box N-25, American 
Lumberman, Inc. 





STEEL STANCHIONS 
3’ diameter—plates drilled & welded to 
stanchion. ft. high weight 45 lbs. 
$4.80 each. SMITH-ORR CO., WHOLESALE 
14351 W. WARREN DEARBORN, MICHIGAN 


FOR SALE: Long established yard in North 
Central Kansas on two paved highways. Ex- 
cellent farming community. Real Estate valued 
at $10,000. Inventory approximately $35,000. 
Real Estate and Equipment to be sold at 
auction—inventory at cost in yard. Address 
Box N-24, American Lumberman, Inc. 





Two Retail Lumber yards in the Ft. Worth- 
Dallas area, doing 134 million dollars a year. 
Net over $200, a year. Will be willing to 
sell stock, trucks and machinery, lease real 
estate or will sell all. Ideal for four parties 
to form a corporation. This business is 14 
years old and owner wishes to retire. Ad- 
dress Box N-26, American Lumberman, Inc. 





PROMPT SHIPMENT 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





LUMBER & DIMENSION 
FOR SALE 





LUMBER FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 
Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





DF plywood available. C/L quantities. In- 
terior, exterior sheathing, plyform. Rejects 
also available. Also KD Western Red Cedar 
drawer side stock. Immediate response to 
your inquiries. Address CITY PLYWOOD & 
LUMBER CO., 4809 S. Main Street, Los An- 
geles 37, California. 





Fir K. D. Industrial Clears, all sizes from our 


plant. 
Millwork Blanks Cut Stock 
Mouldings Ladder Rails & Parts 


Your inquiries answered promptly. 
Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





PENTACHLOROPHENOL PRESSURE TREATED 
LONG LEAF rough and planed lumber in 
straight or mixed cars of untreated top qual- 
ity Air and Kiln Dried Long Leaf Southern 
Pine up to 10 and 20 feet and under from 
our new large modem plant. Increase your 
profits. Let us supply full information and 
quote prices 
ST. REGIS SALES CORP. 
Fargo, Ga. 





BUSINESSES FOR SALE 





Business for Sale 

Operating Arkansas Plant. Now making Sec- 
tional Cottages and Garages. 234 acres of 
land with cyclone fence around part. Main 
building 52’ x 208’ with lumber shed 20’ x 50’. 
Concrete floor and railroad siding. Black 
top road eae | to building. Beautiful office 
ps — equipped. Manufacturing 
equipment includes: 24°’ Planer, Radial Saws, 
Moulding Machine, Air Compresser, Power 
Rip Saw, Jointer, Band Saw, Shaper, Bench 
Grinder, Incinerator, Scoopmobile and Lum- 
ber Carts. Owner has other interests requir- 
ing additional capital. Please write Box N-28, 
American Lumberman, Inc. 





Wood working factory, buiding supplies and 
fuel. Long established and profitable. Good 
buildings, modern equipment, R.R. siding. 
Located Nor. Wis. City 10,000. Real estate, 
machinery, trucks and equipment. $35,000 
Plus inventory. 

Wade Agency 


Antigo, Wisconsin Phone 1118 





uUILDING Propucts MERCHANDISER 


PROMPT SHIPMENT 
Building Paper (36°’-500 sq. it.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 





USED MACHINERY FOR SALE 





DRY KILN TRUCKS, any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 


- way. Alliance, Ohio. 





1—10’"" No. 1383BM Woods Moulder Complete 
with Freauency Charger. 

1—No. 52 Allen-Curtis Charger. 

1—Roots Blower, 17 Cu. Ft. per Revolution, 
Capable of 6 Lb. Pressure. 

3—Model ““B’’ Clark Platform Lift Trucks, Gas 
Driven. 

3—Model 12 Ross Carriers, on Solid Tires. 

1—No. Yates Band Rip Saw. 42” Diam- 
eter Wheel using 4 or 5” blades. Plain 
bearings, Belt Driven. 

1—16’ Diameter Dust Collector. 

250 Ft. of 23°° 18 Gauge Blow Pipe—Excellent 

Condition. : 

500 Ft. of 11'° High Pressure Blower Pipe— 

Good Condition. Crosby Forest Products Co., 

Picayune, Mississippi. 





EXTRA LONG FLAT CARS 


40 AND 50-TON CAPACITY 
70-FOOT AND 74-FOOT LENGTHS 
All Steel Underframe 
Built 1941-1945 
Equipped with AB and K2 Type Brakes 
Ideal for loading logs and piling 
READY FOR IMMEDIATE SERVICE 
Telephone! Writel Telegraph! 


IRON & STEEL PRODUCTS, INC. 
13424 S. Brainard Ave., Chicago 33, Ill. 
Phone: BAyport 1-3456 





Crawler Tractors with and without winches 
and dozers, both Diesel and Gas. Power 
Units. Diesel and Gas, thoroughly rebuilt, 
ready to go. Low prices. 

Evans — Mt. Sterling, Ky. 





For Sale—Skinner Steam Engine 
13 x 15—good condition. 
R. G. Kobel, 114 North 25th 
Ft. Smith, Arkansas 





MOULDER. MATTISON MODEL 221, 6 inch 
electric. Jakobe Lumber Co., Mankato, Minn. 





FORK LIFT TRUCKS 


1—Ross, Model 12 HT, 18,000 lbs. capacity, 
177, ft. lift, hydraulic steering, hydraulic 
brakes, equipped with side shifter, new in 
1949, price $6900.00. 
1—Ross, Model 15 HT, 15,000 lbs. capacity 
15 ft. lift, hydraulic steering, hydraulic 
brakes, new in 1947, price $5500.00. 
1—Hyster, Model RT 150, 15,000 lbs. capacity, 
174 ft. lift, hydraulic steering, hydraulic 
brakes, new in 1948, price $5300.00. 
1—10,000-lb. Ross. 14 ft. lift, Model 18 HT, 
new in 1947, price $4900.00. 
We have the largest amount of pneumatic- 
tired fork lift trucks in the United States. All 
equipment guaranteed for sixty days against 
mechanical defects. We will take trades, or 
sell on time payments. 
HARVARD EQUIPMENT CO., INC. 
291 C ridge Street 
Allston 34, Mass. STadium 2-0826 
Distributors for Gerlinger trucks and carriers. 





2—Ross—Series 90 Straddle Carriers. Her- 
cules JX series engine. 
1—Ross 19 HT Fork Lift. Continental Engine. 
All Reconditioned. Immediate Delivery. 
Lawler Co. 
Metuchen, New Jersey 
Met. 5 





D-17000 Caterpillar Stationary Engine for Sale 
—Contact Navajo Tribal Sawmill, Ft. Defiance, 
Arizona. Engine is in good condition. 





No. 90 Berlin Four side Planer & Matcher, 
15 x 6 Belt Driven G. E. 40 H. P. motor 
coupled direct. Starting compensator. Ritten- 
house & Embree Co., 11306 South Michigan 
Ave., Chicago, IIl. 





FOR SALE: New #146 Fay & Egan Band and 

Resaw with Vee Drive. Guards and Two 4” 

a Saw Blades. Box 470, Anderson, In- 
ana. 





POWER PLANT FOR SALE 


One complete power unit consisting of a 300 
k.v.a.—a.c.—3 phase—60 cycle—220 volt Ball- 
Burk engine generator with W.E. 25 k.w. d.c. 
generator exciter belt driven. Slate panel 
switch board with all necessary switches and 
meters. 


Two 72’' x 18’ Casey & Hedges horizontal 
R.T. boilers with separate steel jacketed set- 
tings, breeching and 48°’ x 80° steel stack. 

e “" x» 24° x 48°’ Cochrane open type 
boiler feed water heater. One 8° x 5°’ x 10° 
simplex Marsh pump. One 7” x 41/2"° x 7” 
duplex Fairbanks-Morse pump. 


One auxiliary unit consisting of a heavy 
duty 6-cylinder Waukeshaw gasoline engine 
with a Westinghouse belt driven 37 k.v.a.— 
a.c.—220 volt—3 phase—60 cycle generator 
with shaft ‘mounted d.c. exciter and slate 
panel switch board with switches and 
meters. 


One G.E. 12.5 k.w.—a.c.—220 volt generator 
with G. E. 1/, h.p.—d.c. motor exciter. 


One Brownell 6’’ x 8°’ horizontal single cyl- 
inder L. H. steam engine with 40°’ x 8’ fly 
wheel. 


One lot 6’’—8’’—10’’—16’’—pipe—tittings. and 
valves. 


This equipment is all in good operating con- 
dition. 


VICTORIA SASH & DOOR CO.., INC. 
P. O. Box 98 
Shreveport, Louisiana 








Pine and Hardwood Lumber 
and Hardwood Flooring 





A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 


Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and accurately 
graded lumber. 


Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.B. — $.H.P.I. 








UNIFORM QUALITY 


OAK 
BEECH 
,) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 2376! 


CAHABAN 
BRANO 
HAREWOOD / 
FLOORING 


Hardwoo 
Flooring 
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